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Knows that “10% for War Bonds isn’t coveagh these days . 


Workers’ Living Costs going up. ..and 
Income and Victory Tax now deducted 
at source for thousands of workers... 

Check! You're perfectly right . . . but 
all these burdens are more than balanced 
by much higher FAMILY INCOMES for 
most of your workers! 

Millions of new workers have entered 
the picture. Millions of women who 
never worked before. Millions of others 
who never began to earn what they are 
getting today! 


A 10% Pay-Roll Allotment for War 
Bonds from the wages of the family 
bread-winner is one thing—a 10% Pay- 
Roll Allotment from each of several workers 
in the same family 1s quite another matter! 
Why, in many such cases, it could well 
be jacked up to 30%—50% or even more 
of the family’s new money! 

That’s why the Treasury Department 
now urges you to revise your War Bond 
thinking—and your War Bond se/ling—on 
the basis of family incomes. The current 


War Bond campaign is built around the 
family unit—and labor-management sales 
programs should be revised accordingly. 


For details get in touch with your local 
War Savings Staff which will supply you 
with all necessary material for the proper 
presentation of the new plan. 


Last year’s bonds got us started—shis 
year's bonds are to win! So let's all raise 
our sights, and get going. If we all pull 
together, we'll put it over with a bang! 


on 
on” This space is a contribution to es : 
" America’s all-out war effort by  iaitiles done yo bit 
. now do your best! 
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Key Man Cover Is 
Found Vital Need 
in Business Now 


Two Chicago “Millionaire” 
General Agents’ Valuable 
Contribution in Forum 


Two outstanding life insurance pro- 
ducers of Chicago gave their views on 
insuring key men in the Saturday 
Sales Forum of the Chicago Association 
of Life Underwriters, Paul W. Cook, 
general agent Mutual Benefit, and John 
O. Todd, general -agent Northwestern 
Mutual Life. . Both are “millionaire” 
producers and nationally recognized au- 
thorities on business, partnership and 
tax insurance. 

Mr. Cook said key-man insurance 
prospects are made by the profit and 
pressure of the situation. Distribution 
has been of no importance for the last 
two years; technological experts and the 
production men have been all-important. 
The foreman has become a department 
manager, the department manager a pro- 
duction engineer, the production engi- 
neer a vice-president. Now the women 
are taking care of production because 
younger and middle-aged men have gone 
to war. The sales manager commutes 
to Washington and his salesmen have 
become expediters. 


Typical Key-Man Case 


Mr. Cook set forth the typical key- 
man situation, which he said falls into 
four distinct though somewhat overlap- 
ping divisions: (1) premature loss of 
services, mainly emphasis on replace- 
ment or reimbursement; (2) reserve for 
opportunities, generally a higher pre- 
mium form than ordinary life; (3) spe- 
cific objectives, such as loan retirement, 
credit guarantee, stock purchase, and so 
forth; (4) retirement with income for 
the stockholder principals and as a help 
in retaining the services of key em- 
ployes. 

He said need of reserves in business is 
accepted without question but actually 
building a reserve is a different matter. 
“Pressure of additional capital require- 
ments for a growing business makes a 
true reserve, aside from life insurance, 
almost impossible to accumulate. A true 
reserve is not a bookkeeping item, but 
a fact. The so-called reserve or surplus 
as shown on the balance sheet of a busi- 
ness, if it is an offset for assets made up 
of buildings, machinery, equipment, etc., 
is not a reserve in fact. An actual re- 
serve is convertible into cash for calam- 
ity or emergency. Assets shrink, but 
liabilities never do.” Mr. Cook said life 
isurance for such a purpose is on a 
higher premium form than ordinary life 
but should not pay up faster than age 
65 if there is any question as to the rea- 
sonableness for an increase in surplus. 

He touched on specific objections 
found in the present situation: Protec- 
tion of a V-loan in case of war contrac- 
tors who were extended and needed 
more money than their situation normally 
would justify and had a bank insist on 
Msurance to protect the V-loan; loans to 
their business by men having wealth 
Outside the business who preferred not 
to increase capital of their business 
above the demands of more normal 
times; renegotiation coupled with tax 
uncertainties and hazards; reestablish- 
ment of surplus depletion caused by pay- 
ments to a qualified pension plan. 

Mr. Cook said a final step in the suc- 


Great Southern 
President Dies 


E. P. Greenwood, president of Great 
Southern Life, died at Hermann Hospi- 
tal, Houston, last Saturday at the age 
of 68. Mr. Greenwood who maintained 
his residence at Dallas had gone to 
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E. P. GREENWOOD 


Houston for a business meeting on 
Thursday and on Friday was stricken 
with a cerebral hemorrhage. Funeral 
services were held Monday from the 
home of his daughter, Mrs. William Sex- 
ton, in Houston and burial was in For- 
est Park cemetery, Houston. Mr. Sexton 
was at one time advertising manager of 
Great Southern. 

Mr. Greenwood was born at Cass- 
ville, Mo. 

He taught school and served as justice 
of peace in Hopkins county in east 
Texas and then began writing life insur- 
ance on a part time basis, first with 
Equitable Society. Then he went with 
Northwestern Mutual and also served 
with various Texas companies in the 
field. In 1909 he organized Wichita 
Southern Life of Wichita Falls, Tex., 
and served as vice-president and gen- 
eral manager for that company until 
1918. At that time Wichita Southern 
was absorbed by Great Southern Life 
and Mr. Greenwood went to Dallas as 
vice-president of Great Southern. In 
1921 he was elected president. 

A son, P. M. Greenwood, is a vice- 
president of Great Southern and an- 
other son, Lt. Francis J. Greenwood, is 
in the army. 

Mr. Greenwood had gone from Dal- 
las to Houston to prepare for Great 
Southern’s annual meeting April 14. 

He instigated the first business con- 
ference by telephone in insurance his- 
tory, speaking to more than 600 mem- 
bers of his company’s agency force Dec. 
26, 1935, in nine cities and four states. 








cessful life of a successful policy on a 
successful business executive is that the 
executive did not die while the business 
needed credit protection; he did not die 
during the period when he needed to 
have his interest in the corporation liq- 
uidated at his death. The corporation 
continues to be prosperous and other 
methods are used for the retirement of 
his stock, or he decides he does not want 
to sell it after all. The time has come 
for him to retire and pass on the actual 
management to younger hands. 

In looking for funds to retire him, both 
he and the other corporation officials 
know that there can be no absolute 
peace in retirement if the source of the 
income is tied up with the continued 
earnings of any corporation, no matter 

(CONTINUED ON PAGE 8) 


Feb. Sales Up 13.9%; 
Ordinary 30.5% 


First Two Months of 
1944 Bring Total 
Increase of 23.6% 


NEW YORK—Life insurance sales 
in February totaled $707,141,000, an in- 
crease of 13.9% according to the Life 
Presidents Association. ; 

Ordinary totaled $517,022,000, in- 
crease 30.5%; industrial $131,107,000, 
decrease 1.9%; group $59,012,000, de- 
crease 34.9%. 

For the first two months total life 
sales were $1,522,269,000, an increase of 
23.6% over the same period last year. 
Ordinary increased 28.7% totaling $1,- 
011,081,000; industrial increased .3% 
amounting to $262,198,000 and group 
increased 34.9% totaling $248,990,000. 


Group Permanent 


Barred in Minn. 


ST. PAUL—Under the peculiar Min- 
nesota statute, group permanent life in- 
surance, such as that provided by Bank- 
ers Life of Iowa, is barred in this state, 
Commissioner Johnson has been advised 
by the attorney general’s office. 

The Minnesota law permits group in- 
surance on the term plan and also on 
the whole life or endowment plan if it 
is of the industrial type. The attorney 
general concludes that the term indus- 
trial is used in the statute in the same 
narrow sense as it is understood in the 
insurance field. 

“We are of the opinion that while in- 
dustrial policies may be group policies, 
such a group as is here involved can by 
no stretch of the imagination be termed 
an industrial policy,” the opinion reads. 
“Life insurance is a broad term embrac- 
ing all forms of such insurance includ- 
ing group life insurance while indus- 
trial insurance is merely a species of 
life insurance with a well-defined nar- 
row meaning. 

“We cannot agree with the conten- 
tion made by the counsel for the insurer 
that, under such a policy as is here in- 
volved, the employe is not the insured. 
If the statutes at present are not ade- 
quate to provide for a special situation 
such as that attempted to be covered 
by the policy here in question, the mat- 
ter is one for legislative action.” 


N. Y. Life 100th 
Year Party April 12 


NEW YORK—New York Life is 
making plans for agency luncheons to 
be held in connection with the opening 
of its 100th anniversary year, which be- 
gins April 12, the company’s 100th birth- 
day being April 12, 1945. 


H.O.L.U. Convention Set 
for May 17-19 in New York 


The annual meeting of the Home Of- 
fice Life Underwriters Association will 
be held at the Hotel Pennsylvania, New 
York City, May 17-19. The first day 
will be devoted to sessions of the occu- 
pational committee and the next two 
days will be general sessions. 


Gardiner on L. A. A. Program 


Harry Gardiner, general agent of John 
Hancock Mutual Life in New York City, 
has been added to the Life Insurance 
Advertisers Association program. He 
will address the first session the after- 
noon of March 23 on “Sales Promotion 
for the General Agent.” 














High Benefits, Short 
Waiting Period 
Breed Absenteeism 


General Motors Economist 
Presents Comparative Data 
on Disability Protection 


DETROIT—The larger the amount 
of indemnity paid for illness to hourly 
rate workers and the shorter the wait- 
ing period provided, the higher will be 
the incidence of sickness claims, An- 
drew T. Court, labor economist, General 
Motors Corporation, told the Detroit 
Accident & Health Association. 

The fact that the payment of high 
benefits for disability encourages absen- 
teeism reported as illness is indicated 
clearly by a study made by Mr. Court 
of disability claims in two General Mo- 
tors plants performing similar opera- 
tions in the same neighborhood with 
similar conditions prevailing in the 
plants excepting that in one case the 
disability benefits were $14 after one 
week and in the other $21 after one 
week. In the latter plant, in which the 
payment for illness was higher, the 
number of sick claims was 50% greater 
than in the other plant having lower 
benefits. 


Checks with Bureau Study 


This study checks with the results of 
the survey made by the Bureau of Per- 
sonal Accident & Health Underwriters 
covering claims in the prosperous years 
of 1920-26, which showed that where 
benefits were under $25, the workers 
lost an average of one-half week, but 
where the benefits were over $50, the 
average loss of time was a full week, 
Mr. Court pointed out. 

The U. S. Public Health Service 
found, on studying two groups of work- 
ers, one of which received benefits for 
disability and the other did not but kept 
records of illness reported, that there 
was four times as much two-day ab- 
sence reported when the workers were 
paid than when they were not. The 
rate of incidence of illness for the two 
groups converged from the second to 
the eighth day and after the eighth day 
paralleled each other almost exactly. 
Thus the greatest amount of difference 
is found in the short-term absences, as 
would be expected. 


Waiting Period Data 


In preparing his data Mr. Court ob- 
tained figures from a large number of 
industrial plants throughout the coun- 
try and found that where full benefits 
are paid with little or no waiting time 
for hourly rate workers, the incidence 
of reported disability varied from 30% 
to 250% above the normal or expected 
rate. One plant had a record of 30% 
above the expected disability despite its 
practice of having a visiting physician 
and nurse call on every worker reported 
ill on the first day for men and the sec- 
ond day of the reported illness for wo- 
men workers. The conclusion he drew 
from this is that where full benefits are 
paid for disability an incidence rate of 
from 30% to 250% above the rate for 
uninsured people can be anticipated. 
Two of the largest corporations in the 
country have rates of 150% and 250% 
above normal. 

The difference between the expected 
incidence of disability and the actual in- 
cidence is much narrower among sal- 
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aried workers than among hourly rate 
workers. From this fact it appears that 
abuses of the disability benefit are 
much greater among hourly rate work- 
ers. 

An analysis of minor indispositions 
reported in a plant where good benefits 


were paid with no _ waiting period 
showed 292 absences per 100 worker 
years as against 81 absences per 100 


worker years in a plant where similar 
benefits were paid but with a one-week 
waiting period. In the latter plant $2 
per day was paid after the waiting pe- 
riod. A study of long-term illnesses in 
these plants showed 17 absences per 100 
worker years in the first plant against 
13 in the second. Thus again we see 
that in long-term absences, the rate is 
much nearer alike. 


Doesn’t Improve Health 


Mr. Court said he could see no evi- 
dence that encouraging workers to stay 
home with minor indispositions im- 
proved their general health nor does it 
increase their life expectancy. An in- 
ter-company study of more than 1,000,- 
000 claims shows that encouraging 
workers to stay home with minor ail- 
ments results in no measurable improve- 
ment in the number or severity of long- 
term disabilities. The same study 
shows that long-term illness claims 
are somewhat larger from the beginning 
of payment through 13 weeks when 
payment begins at’ the third day than 
when seven waiting days are required. 
The divergence, although not great, 
constantly declines to the eighth and 
ninth day, then levels off about equal 
for the two groups. 

Mr. Court pointed out that his studies 
indicate that by far the best plan is to 
have employes participate in the cost of 
disability benefit coverage in order to 
keep administrative costs at a satisfac- 
tory figure, and that a waiting period of 
seven to eight days seems to be desir- 
able to keep absenteeism at a reasonable 
figure. 


Matthew Woll Condemns 
Voluntary Health Cover 
as Short Sighted 


NEWARK — Condemning voluntary 
health insurance as short-sighted and 
high-priced, Matthew Woll, vice-presi- 
dent American Federation of Labor, in 
a panel discussion on “Health Insur- 
ance” of the Essex County Medical So- 
ciety urged the medical profession to 
meet with labor in a discussion of the 
Murray-Wagner-Dingell measure,. 

He acknowledged opposition from the 
American Medical Association and the 
medical profession generally, but said 
the same arguments were presented 
when workmen’s compensation legisla- 
tion was pending. 

He admitted that there are many 
health benefits provided by employers 
today, but said they are beneficial for 
the time being only. A centralized, en- 
tirely non-political organization must be 
assured, he declared. 


N. Y. Reanit Lauds 
Progress in Agents’ 
Compensation Plans 


NEW YORK—Endorsement of pro- 
gressive steps in agents’ compensation 
plans is contained in the preliminary 
report to the legislature made by Super- 
intendent Dineen. 

“The traditional system of recruiting 
and compensating new (ordinary) agents 
in the past has largely been on a basis 
of first year commissions, although fre- 
quently the agent is allowed advances 
against such commissions, either by the 
general agent or the company,” the 
report states. “Under this system the 
production of the agent requires almost 
immediately a justification of the ad- 
vances. received. Comparatively few 
agents have survived under this system, 
principally because the agent must to 
a large extent finance himself during 
the training and seasoning period nor- 
mally required to make him a good life 
underwriter.” 


Amendment Allows Some Relief 


The report points out that the amend- 
ment to section 213 made last year 
permitted the companies some relief 
from the rigidity of the expense limi- 
tation feature in developing salary plans 
but still retains the same overall cost 
limit and that the department has 
approved six plans to date which quali- 
fied under this amendment. 

Conceding that a salary system is not 
in itself a panacea, and that the wisdom 
and economy of such a plan must rest 
on the good judgment of the manage- 
ment, Mr. Dineen points out that if the 
turnover of agents can be lessened it 
would be for the ultimate benefit of 
policyholders and at the same time 
would tend to stabilize the income of 
the producing forces. 





Little Chance for Premium 
Deduction Bills Now 


The measures in Congress which 
would permit individuals to deduct from 
gross income in computing income tax 
certain amounts paid as life insurance 
premiums are not likely to receive fa- 
vorable action in the House ways and 
means committee, according to Harry 
P. Jeffrey, Ohio representative. Mr. 
Jeffrey recently was scheduled to speak 
before the Dayton Life Underwriters 
Association, but because his train was 
more than six hours late he was unable 
to keep the appointment. However, he 
prepared a paper on important congres- 
sional legislation affecting insurance for 
members of the association. 

He said the premium deduction bills 
probably would fail because the ways 
and means committee at present is en- 
gaged in simplifying the income tax 
law and. it apparently is a feeling of the 
committee that provisions for further 
deductions would impede this effort. 


State M ory 
Marks Its 


100th Anniversary 


State Mutual Life on Thursday ob- 
served the hundredth anniversary of the 
granting of its charter by Massachusetts. 
_ Life insurance was new in America 
in 1844. In what was then the little New 
England town of Worcester, Mass., a 
small group of pioneers seeking the 
benefits of life insurance protection for 
themselves and neighbors, founded State 
Mutual. 

There were many restrictions in the 
early policies. The policy was void if a 
person should die in consequence of a 
duel. Travel was limited. You couldn’t 
go outside the settled limits of United 
States without consent of the company 
endorsed on the policy, neither could 
you go south of the 38th degree north 
latitude between June 1 and Nov. 1. 
Extra premiums were charged to con- 
ductors on railways. Early premiums 
were paid partly in cash and partly by 
deposit notes. Premium rates were based 
on $100 and the maximum issue was 
$5,000. A grace period was unheard of. 

State Mutual today has over $235 mil- 
lion in assets and over $650 million of 
insurance in force. 





Cummings Opposes Change 
in N.A.L.U. Election Plan 


O. Sam Cummings, Kansas City Life, 
Dallas, former president of the National 
Association of Life Underwriters and 
the one who was largely responsible for 
the present constitution and by-laws of 
the N.A.L.U., has expressed opposition 
to the proposal advanced by the Los 
Angeles Life Underwriters Association 
that the N.A.L.U. trustees be elected 
by districts. He made the criticism in 
response to a request for his opinion 
from President Charles Seay of the 
Dallas Association of Life Underwriters. 
Mr. Cummings gives a detailed analysis 
of his reasons for supporting the present 
system of elections of trustees by the 
national council. He remarks that less 
time is given in the N.A.L.U. conven- 
tions to the business of the organiza- 
tion, including the election, than in any 
national organization with which he is 
acquainted. So-called “political activ- 
ity,’ according to Mr. Cummings | is 
helpful. It shows there is competition 
tor the opportunity to serve the organ- 
ization. 


No Relief on Pension Trusts 


WASHINGTON—Further extension 
until April 1 of the period within which 
internal revenue officials will not con- 
fer with parties interested in pension 
trust plans being submitted for approval 
is now reported. Persons interested 
predict still further extension beyond 
that date. 

Meanwhile, internal revenue is train- 
ing men to handle and confer upon 
pension trust plans. 





FIGURES FROM DEC. 31, 1943, STATEMENTS 








Increase Surplus to New Increase Prems. Total Benefits Total 
Total in Policy- Bus. Ins. in Force in Ins. Income Income Paid Disburs. 
Assets Assets holders 1948 Dec. 31, 1943 in Force 1943 1943 
$ $ $ $ $ $ $ 
Bank. H. & L., Chgo. 3,672,216 622,759 674,572 14,825,903 38,607,750 4,412,266 1,996,064 1,551,183 
Beneficial Life ...... 21,334,198 2,291,163 1,501,155 19,172,414! 114,470,582 12,152,709 3,165,005 2,009,256 
Canada Life ........ 314,693,321 16,973,067 17,015,976 79,627,8052 852,603,814 26,862,974 26,422,192 . 35,202,326 
(Chmrch TATA escssns 7,457,401 490,274 901,802 1,291,000 28,670,481 702,628 958,144 : 774,822 
Conn. Savings Bank.. 188,372 62,248 102,874 1,100,201 2,240,437 1,069,437 63,756 i 16,323 
Continental Life, D. C. 14,821,776 2,525,586 926,206 32,844,251 122,372,578 12,586,618 4,294,465 “i 2,977,714 
Empire State Mut... 2,109,522 1,009,106 241,095 2,961,609 10,973,646 3,234,097 320,990 ,785 646,755 
Farm Bur. Life, O.... 6,482,158 1,297,347 913,169 20,648,220 80,988,04 14,850,926 2,104,626 92,§ 1,145,366 
Guaranty Life, Ga. .. 498,970 88,474 169,686 2,981,733 5,552,040 733,844 328,258 362,871 84,648 281,496 
Home Friendly ...... 5,207,286 524,050 1,106,599 6,056,897 $2,423,949 2,124,413 1,364,031 1,606,144 417,221 1,119,845 
Manhattan Life, N. Y- 28,690,251 2,364,594 477,844 17,463,240 116,007,854 10,844,163 4,240,406 6,081,707 2,082,922 3,874,289 
North Amer. L. & C.. 1,991,653 466,324 403,424 .054,911 21,541,358 5,277,120 1,774,612 1,875,685 636,207 1,525,268 
Prudential ........5,373,979,917 446,932,425 285,063,7355 1,887,927,1454 21,579, 241,8197 1,028,968,737 702,263,448 1,024,936,167 356,224,120 582,058,796 
State Cap. Li., N. C.. 989,581 279,851 214,373 14,008,049 25,558,431 4,901,164 612,574 659,144 70,714 439,905 
Bunwet TATO 2.6 s0ssce8 1,103,879 143,430 357,113 2,767,697 15,420,160 1,092,009 317,202 365,540 77,620 223,761 
Union Labor Life.... 4,675,263 221,165 1,139,328 2,597,353 84,978,410  —1.013,896 1,499,081 1,712,819 1,028,290 1,362,432 
Wisc. State Fund.... 903,903 83,211 96,571 191,500 3,071,270 131,000 100,736 155,610 50,905 72,193 
eh pean 

Czechoslovak So. of Am. 5,778,356 463,169 1,103,438 1,492,425 22,604,059 570,621 650,826 953,270 391,182 522,315 
Royal Neighbors .... 97,506,040 7,345,153 2,582,898 17, 843, 100 363,963,299 1,454,955 7,665,201 12,185,708 4,333,547 5,938,520 


(1) Includes revivals and increased. 
cies changed; on comparative 


(5) Includes $201,860,605 contingency reserve. 


(2) Excludes non-renew. 
basis 1942 total insurance in force was 


and pd. up additions. 
$20,550,273,082. 


group 


(4) Includes revived, 


(3) Bases of reporting on certain juvenile poli- 


increased and net group increase. 





Oppose Blue 
Cross Units 
Serving as Agents 


The Blue Cross Hospital Service 
Plans at their winter conference in De. 
troit adopted a resolution that seems to 
refer to American Health Insurance 
Company of Baltimore which was just 
recently organized by Commerci| 
Credit Company to furnish surgical 
indemnity coverage on a group basis ty 
supplement the hospitalization coverage 
of the Blue Cross organizations. 4; 
Detroit, Hospital Service Plan Comms. 
sion, which is the directing organization 
of the Blue Cross, adopted the resoly. 
tion which expresses disapproval of the 
practice of a Blue Cross unit serving 
as an agency of a commercial insurer 
of surgical benefits. The _ resolution, 
however, pointed out it is entirely proper 
for the Blue Cross to provide its grou 
hospitalization side by side with grou 
life, group surgical, etc., of the commer. 
cial group insurers. The action of the 
commission is not binding on the indi- 
vidual Blue Cross units, but merely an 
expression of principle. 

Louis H. Pink, former insurance 
superintendent of New York and presi 
dent of Associated Hospital Service o/ 
New York, has for some time been 
advocating the formation of a mutual 
life company under the auspices of the 
Blue Cross to furnish the surgical in. 
demnity cover. Also it is understood 
that he has suggested that the facilities 
of Community Medical Care, Inc., of 
New York City could be extended to 
supplement the Blue Cross hospital 
services. Also John A. McNamara, 
director of the Cleveland Hospital Sery- 
ice Association, is advocating organiza 
tion of a mutual company in Cleveland 
to write surgical indemnity for Blue 
Cross Plans. 





Lieut. Edwards Assistant 
Chief of Navy Insurance 


Lieut. S. F. Procopio, chief of the in- 
surance division, Navy Department of- 
fice of procurement and material, an- 
nounces Kia of Lieut. Joseph A. 
Edwards, U.S.N.R., as assistant chief. 

Lieut. Edunrds has been serving as 
the division’s field office representative 
on the Pacific Coast but has now re 
turned to Washington. He was formerly 
special risk underwriter for Travelers in 
New York and went to Washington in 
June, 1941, as a civilian specialist in the 
insurance division, navy bureau of yards 
and docks. Following establishment of 
the procurement division office, insut- 
ance division, he transferred to that ant 
was commissioned a lieutenant (j.g.) in 
the naval reserve. He was promoted to 
lieutenant March. 1. 

In addition to his duties as assistant 
chief of the insurance division, Lieut. 
Edwards also will serve as casualty in 
surance specialist. 


Help Distribute Effects 
to Heirs of Service Men 


The April issue of the “Americal 
Magazine” carried a story of the new 
Army Effects Bureau, a branch of the 
Quartermaster Corps, which has head- 
quarters in a warehouse in Kansas City. 
and manned by Kansas City business 
men who in leisure hours assist in fe: 
storing to families the belongings of 
men killed, captured or missing in ac 
tion. Cartons of personal effects go ott 
under government seal at the rate 0 
about 1,000 a week. 

Supervisor of the work of the civilian 
spare-time helpers is G. J. Tritch, super 
visor of field service of Business Men’ 
Assurance. E. A. Carlson, P. G. Judah 
and W. E. Payne of the company’s home 
office, also devote four hours an eve 
ning, five nights a week, to the work. 








_ The Virginia agency qualification law 
for life and health and accident agents 


failed to pass the legislature. 
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Chicago Group 
Eyes Compensation 


Committee Sees Emphasis 
Needed on Management 
Factors, Not Commission 


The committee on agents compensa- 
tion of the Chicago Association of Life 
Underwriters, headed by Russell C. 
Whitney, Connecticut Mutual Life, has 
submitted a report outlining carefully 
the consensus of the members on the 
fundamental questions involved. The 
committee members are all prominent 
leaders in the city, they being C. L. 
Axelson, Northwestern Mutual, Woolf 
Guon, Metropolitan Life, Warren 
Woody, Equitable Society, H. K. Nic- 
kell, Connecticut General, and J. G. Hill, 
Connecticut Mutual. G. L. Grimm, who 
is being transferred to the home ‘office 
of New England Mutual, was also a 
member. 

The committee has had a number of 
meetings and sat in with the Research 
Bureau committee last fall in Chicago. 

The Chicago committee endorses 
heartily the conclusions of the Research 
Bureau committee and the summary 
given by the bureau committee of the 
whole situation is termed excellent. 

Then the Chicago committee expresses 
the belief that much additional study 
needs to be devoted to phases of the 
problem that are less tangible than an 
actual commission scale, such questions 
including those of marginal or unfit 
agency heads, paying of commis- 
sions to agency heads through con- 
tract forfeitures, strengthening of re- 
quirements for licenses, part time agents 
in metropolitan centers and status of 
agents—whether there are faults in the 
independent contractor relationship, 
whether full time representation of one 
company is most desirable, etc. 

The Chicago committee believes that 
the emphasis has shifted to considera- 
tion of problems of management and 
that less attention need be given to the 
mathematics of agent’s compensation. 
The committee is firmly convinced that 
there is no change that can be wrought 


in the commission scale that will solve: 


the problem of distribution of life in- 
surance, The bureau committee has es- 
tablished an excellent pattern for com- 
mission scale for the agents and further 
progress could be made only through 
sincere and competent management. 





Group Millionaires Name 
Lake and Mapis 


D. M. Lake, group supervisor of the 
Barber agency of Equitable Society in 
Memphis, was elected president of that 
companies Group Millionaires Club. He 
has been vice-president and succeeds J. 
M. Pfeil. J. A. Mapis, group supervisor 
of the Holderman agency, Washington, 
becomes vice-president. Mr. Lake has 
been with the Barber agency since 1921 
and has been a group millionaire six 
years, including 1943. He qualified once 
for the $750,000 club, twice each for the 
$500,000 and $350,000 clubs. Mr. Mapis 
has been a group millionaire for nine 
years, and qualified twice for the $750,- 
000 club, three times each for the $500,- 
000 and $350,000 clubs. 





New Okla. 4% Tax Suit 


OKLAHOMA CITY —Lincoln Na- 
tional Life has filed suit in county court 
here challenging constitutionality of the 
4% premium tax imposed by the last 
Oklahoma legislature. 

A similar case, brought by Great 
Northern Life, was argued recently, be- 
fore the United States Supreme Court. 
It is believed that the case will be de- 
termined by the decision of the Supreme 
Court. All tax money collected under 
this statute is being held in escrow by 
the commissioner, pending settlement of 
the questions involved. 


Lexington Agency Wins 
Double Award for 1943 





sult of its 1943 Saekbane e' won both 
of the annual tro- 
phies awarded by 
Mutual _ Benefit 
Life. Those are the 
President’s trophies 
for the best all- 
round job, and the 
new _ organization 
award. 

The agency is 
headed by Edgar 
Richardson, who 
has been general 
agent there since 
1927. He had for- 
merly been general 
agent at Mexico, 
Mo., and is completing 25 years as an 
agency head. He is appeal agent on 
the selective service board. He devotes 
one-half day a week helping army men 
with their National Service life insur- 
ance applications. He is a director of 
the Family Welfare Society, War Chest 
and Community Chest. He is president 
of the local USO Council. In the Ki- 
wanis International, he has been presi- 
dent of the local club, governor of the 
Kentucky-Tennessee district and a mem- 
ber of the International Council. 

The Nashua, N. H., agency was run- 
ner-up for the President’s trophy. The 
Cincinnati agency won honorable men- 
tion in the competition for the new or- 
ganization award. 





Edgar Richardson 





New Jersey Loan Drive Results 


Lloyd D. Harrison Newark manager 
of Phoenix Mutual Life and New Jersey 
state chairman of the Fourth War Loan 
drive for all insurance interests, reports 
that insurance agents in all branches 
sold more than $2% million of war 
bonds. 


N. Y. Life Builds Mail 
Te lain Kom aan Campaign on Budget Book 


NEW YORK—Using its highly suc- 
cessful “Budget Book” as the free offer, 
New York Life is about to embark on 
an elaborate and personalized direct 
mail campaign designed to enable 
agents to obtain interviews with brand 
new prospects on a prestige basis. The 
campaign, which is under the direction 
of Assistant Vice-president R. C. John- 
son, is based on the close connection 
between two fundamental factors in 
wise financial planning, life insurance 
and family budgets. 

The campaign has been designed to 
take care of every possible contingency. 
Nothing is left to chance. The agent 
gives his manager a list of 60 names 
of people to whom he has never talked 
about life insurance and who are not 
already New York Life policyholders. 

The home office will circularize the 
first 10 names the first week, and so 
on for six weeks. The first mailing 
piece is an attractive 12- -page booklet 
largely in pictures, entitled * ‘The Story 
of an American Family.” It was pre- 

pared by A. H. Thiemann, assistant sec- 
lala Clipped to the booklet is a card 
signed in facsimile by Vice- president 
Dudley Dowell which states that “we 
are reserving a copy of the New York 
Life’s Budget Book for you and have 
asked the company’s special agent (here 
the agent’s name is inserted) to deliver 
it to you within the next few days. We 
hope you will find the Budget Book 
helpful. At the same time, with your 
permission, a life insurance suggestion 
will be made which we feel sure will 
be of interest to you.” The agent’s 
name stands out impressively on the 
card, being imprinted from type and not 
typewritten. 

The booklet tells how a typical Ameri- 








difficult for her. 


WILLIAM H. KINGSLEY 
Chairman of the Board 





She Remembered 


“Just the other day,” reminisced one of our agency cashiers, 
“a visitor came into the office to see me. 
dressed woman I hardly recognized the woman I had assisted 


in filling out a claim paper a few years before. 


“She remembered the many times I had talked her husband 
into keeping the insurance when he came in to surrender it. 
She had been very much against me at the time for so doing, 


and had resented what she termed my interference. 


“Her husband had passed away very suddenly. 
proceeds of his policy she is now carrying on a successful little 


business of her own in another city. 


“She had taken time out on a vacation trip here to come in 


and express her appreciation, she said, even at this late date. 


“Without the insurance money life would have been very 
Her conscience, she said, would not rest 


until she had made her peace with me.” 


+ + 
THE PENN MUTUAL LIFE INSURANCE CO. 


INDEPENDENCE SQUARE, PHILADELPHIA 


In the calm, well- 


With the 


+ 


JOHN A. STEVENSON 
President 

















can family is meeting present day prob- 
lems. It sells the need of sound budget- 
ing and of life insurance. Its theme is 
that though many people are making 
much more money there is still the 
problem of how to meet not only higher 
living costs and taxes but of looking 
ahead to after the war. “The Story of 
an American Family” also extols the 
budget book so that the prospects will 
really be looking forward to getting a 
copy. 


Second Card Is Sent 


To guard against the possibilitv that 
recipients of the first mailing piece will 
fail to read it or will forget about it 
another card goes out before the agent’s 
call. This is also imprinted with the 
agent’s name and says that he will call 
to deliver it within a few days. 

To each agent participating goes a 
manual explaining how to make the 
best use of the campaign. 

In delivering the budget book the 
agent states that the company has 
asked him to take a few minutes to 
show the prospect just how it operates. 
Once inside, the early stages of the 
interview concentrate on doing a good 
job of interesting the prospect in the 
importance of budgeting and in actually 
keeping the necessary records. Then 
comes one of the most important steps 
in the whole program. The agent must 
direct the conversation from a discussion 
of budgeting to a discussion of life 
insurance. The manual points out a 
number of “hooks” in the budget book 
to hang a life insurance discussion on. 


How Budget Book Works 


The budget book not only provides 
a springboard for the discussion of life 
insurance, but helps in allocating income 
to different types of expenditures so 
that the prospect can meet the proposed 
life insurance premium. 

Before deciding on the campaign, 
New York Life made a careful study 
and analysis of the direct mail cam- 
paigns of 31 companies. Mr. Thiemann 
prepared a 45-page report, analyzing 
which features make for success in a 
direct mail plan and which do not. It 
was found that a budget book outpulls 
almost any other “free offer” and in 
addition it ties in with the actual sale 
of insurance and helps promote it. 

Pes budget book was prepared by 

L. E. Crouter of the agency depart- 
sities who has charge of the mail cam- 
paign under Mr. Johnson. More than 
50,000 have been bought by agents for 
distribution to prospects and _policy- 
oa since the book came out last 
all. 





Douglas Resigns U. S. Post: 
More Time for Mutual Life 


Lewis W. Douglas, president of Mu- 
tual Life, is resigning April 1 as deputy 
war shipping administrator. His resig- 
nation will enable him to devote more 
time to Mutual Life affairs. However, 
he will continue as deputy on the com- 
bined shipping adjustment board and as 
chairman of the board’s employment 
and policy committee. Mr. Douglas was 
at one time U. S. director of the budget. 


Gantz Leads Pacific Mutual 


The J. M. Gantz agency of Cincinnati, 
with offices also in Columbus and Day- 
ton, for the fourth successive year led 
all agencies of Pacific Mutual Life in 
new life insurance placed in force in 
1943 with $4,250,000. Insurance in force 
in the agency was increased by more 
than $2,000,000. 

Two of the three members of the gen- 
eral agency partnership are in service. 
Maj. David M. Gantz has been with the 
army in India more than two years and 
Harry S. Gantz is a lieutenant (j.g.) in 
the navy, as is W. L. Such, manager of 
the Dayton office. 
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Annual Statement Features Shown 


PRUDENTIAL 


Increases of more than $1,000,000,000 
in insurance in force and $447,000,000 in 
assets were reported by President 
Franklin D’Olier of Prudential at the an- 
nual meeting. New paid-for business of 
$1,811,284,000 was an improvement of 
7% over 1942. The new business was 
divided $561,948,000 weekly premium in- 
dustrial, $271,878,000 intermediate and 
monthly premium industrial, $836,250,- 
000 ordinary and $147,208,000 group. 

U. S. government bond subscriptions 
during the year brought the total of 
such holdings, including Canadian gov- 
ernment securities, to $2,365,000,000. 
Since the beginning of the war, U. S. 
government subscriptions have totaled 
$1,303,000,000. 

Ciaim payments and credits to policy- 
holders and beneficiaries were $395,797,- 
000, including 315,775 death claims. War 
caused claims paid were $9,000,000. Ex- 
cluding war losses, mortality was the 
lowest in five years except for 1942. Ter- 
minations and surrenders were at an all- 
time low. 

Home office and field employes in 
service numbered 3,590 at the end of 
the year, including 17 who died in serv- 
ice in the United States and Canada. 


Employes purchased $7,409,000 war 
bonds during the year through Pruden- 
tial. 


NEW YORK LIFE 

Assets of New York Life amounted 
to $3 billion 342 million on Dec. 31. 
Surplus amounted to $215 million. 

Government obligations of $1 billion, 
608 million constitutes 48% of the assets. 
Holdings of such obligations were in- 
creased by $341 million in 1943. 

The company declared for 1944 the 
same annual dividend scale as was 
applicable for 1943. Dividends payable 
in 1944 amount to $33,600,000. 

Real estate holdings, acquired under 
foreclosure, were valued at $38,250,000, 
which is but slightly over 1% of the 
assets. The book value of foreclosed 
real estate sold during the year amounted 
to $22,900,000, 

Sales of new life insurance were $452 
million, an increase of 12%. Termina- 
tions because of lapse and surrender 
were the lowest in 24 years. Insurance 
in force was $7 billion, 340 million. 

Mortality experience was less favor- 
able than the previous year, but it did 
not differ greatly from 1940, despite the 


fact that in 1943 there were approxi- 
mately $4,500,000 of war claims. 

On April 12 New York Life enters its 
100th year. 





FARMERS & BANKERS LIFE 


Farmers & Bankers Life of Wichita 
in its new statement reports assets of 
$15,905,398 and surplus to policyholders 
of $1,700,000. Insurance in force is $67,- 
178,885, an increase of $4,738,892. 

Cash and bonds comprised 56.67% of 
assets and $600,000 additional govern- 
ment bonds were purchased in the fourth 
war loan drive. Farmers & Bankers has 
been successful in the sale of real es- 
tate and real estate account was only 
2.12% of assets. Subsequently this year 
the. real estate owned has been reduced 
to less than $100,000. 

Benefit payments 
$722,658. 


last year totaled 





AMERICAN NATIONAL 


The 1943 statement of American Na- 
tional reveals that Texas now has its 
first billion dollar life company. The 
company ended the year with insurance 
totaling $1,123,640,510, a gain of $131,- 
210,924. Its assets totaled $129,200,004, 
a gain of $17,426,82. Surplus to policy- 
holders is $18,186,934, of which $1,250,- 





Areas 
OPEN 


FOR 





These Market 


(ES RL CRAM Oe 


GENERAL 
AGENCY 
DEVELOPMENT 


If you are now living in or near any 
one of the above cities and are ambitious 
for a General Agency opportunity in 
your home territory (which your pres- 
ent company is unable to give you), 


THE LINCOLN NATIONAL LIFE 
INSURANCE 


Fort Wayne 
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Geared To Help Its Fieldmen 


More Than $1,425,000,000 of Insurance in Force. 


Group IV 
Burlington, lowa 
Clinton, lowa 
Flint, Michigan 
Chattanooga, Tennessee 
Sioux Falls, South Dakota 
San Bernardino, California 
Pueblo, Colorado 


Big Spring, Texas 


write for details of the Lincoln Na- 
An outline of the 
opportunity open to you will be sent in 


tional Life’s plan. 


confidence without obligation. 


COMPANY 


Indiana 























000 is a special reserve for war mor- 
tality. 





SCRANTON LIFE 


Scranton Life assets now total $10,- 
386,016, capital is $340,000 and net sur- 
plus is $110,425. Insurance in force in- 
creased to $36,649,844. War losses to 
date have been only $6,000. 





COLUMBIAN NATIONAL LIFE 


Columbian National Life passed the 
$200 million mark in 1943 in life insur- 
ance in force and at the year end the 
total was $201,737,805, a gain of $9,- 
300,000. 

The assets total $59,823,740, increase 
$4,517,356. Capital and surplus _in- 
creased to $4,950,307 which is 9.87% of 
the policy reserve. A special reserve 
of $500,000 has been set up for real es- 
tate and mortgage fluctuations. 

Government bond holdings totaled 
$15,254,740. The market value of bonds 
exceeds statement value by $1,516,000. 

The net yield on total investments 
was 3.51% and the mortality was the 
best in 16 years. 


May 15 Is Time 
for Filing 


Information Returns 


WASHINGTON—May 15 is an- 
nounced by Internal Revenue Commis- 
sioner Nunan as the time limit for cer- 
tain tax-exempt, non-profit organiza- 
tions, associations, etc., to file financial 
information returns for 1943 under pro- 
visions of Section 117 of the new reve- 
nue act. Such organizations operating 
on the basis of an accounting period 
different from the calendar year, how- 
ever, are allowed until the 15th day of 
the 5th month after the close of their 
annual accounting period to file returns. 

Regulations governing the adminis- 
tration of Section 117 and forms for 
use in making returns are in course of 
preparation. 

Mr. Nunan emphasized that the May 
15 filing date applies only to organiza- 
tions which in the past have received 
written notice from the internal revenue 
commissioner that they are exempt 
from income tax under a specific pro- 
vision of law. 

Internal Revenue stated that about 
280,000 organizations have received for- 
mal notice of exemption from the bu- 
reau. It estimated that the new law 
requires about 180,000 of these organ- 
izations to furnish specific information 
of their gross income, receipts and dis- 
bursements. 

Among the groups specifically ex- 
cused by the new law from filing re- 
turns are fraternal beneficiary societies 
and “agencies wholly owned by the 
United States government.” 





Fete Maryland Agency 


Home office officials and members of 
the Maryland agency met at a dinner in 
Baltimore to celebrate the twentieth an- 
niversary of Clayton Demarest, Jr. as 
Atlantic Life’s general agent and man- 
ager in Maryland. The agency had its 
biggest year in 1943, and in the first 
two months of 1944 has tripled its new 
paid business for the corresponding two 
months in 1943. 

Those from the home office were 
Robert V. Hatcher, vice-president; 
Charles W. Phillips, superintendent of 
agencies; and J. W. Childrey, agency 
secretary. 





Cleveland Council Elects 


The Cleveland Life Insurance Trust 
Council has elected William A. Hiles, 
Central National Bank, president; Tho- 
burn Mills, National City Bank, vice- 
president; Fritz L. Schweitzer, Mutual 
Benefit Life, treasurer, and Warren H. 
Smith, Northwestern National Life, sec- 
retary. 
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Darned queer 
salesman... 


wouldn’t take 


my $150” 


I was all set to buy retirement insurance. 

Had the premium—nearly $500—ready 
in hand, part of the nice bonus my firm had 
just awarded. But the agent wouldn’t take it. 

‘Seems to me you’re making a mistake,” 
said the NWNL man I had called in. “Now 
wait!—let me tell you why!” I must have 
looked as astonished as I felt. 

““You’re picturing yourself quitting work 
one of these days,” he went on, “‘and getting 
at your real job—with a fish pole. Fine. 
Great idea. But there are a couple of things 
you may not have thought of. 

“This bonus you have looks pretty big, 
you’re making a good salary besides. It’s 
only natural to base your plans on your 
present day prosperity. But will it last be- 
yond the war? Will you still be able to meet 
that sizable premium five years from now? 

“And another thing. That new baby of 
yours is going to need twenty years of feed- 
ing, clothing and education. These policies 
you already have won’t be enough. That’s 
why I suggest more protection first. Now 
here’s a policy which costs just $150 less, 


but gives more than twice as much insur- 
ance protection over the next 20 years — 
when you really need it.” 

I was still a little baffled. ““And so you 
recommend a policy for $150 less, thereby 
cutting yourself out of a nice commission.” 

‘Sounds crazy, but it makes sense,” he 
smiled. “As a matter of fact, my company 
doesn’t pay me primarily for the new in- 
surance you buy, but for the insurance you 
keep in force. In the long run, I’li be better 
off—and so will you—if you buy a policy 
you can’ afford—and stick with it. 

“Buy the family protection you need — put 
the difference in War Bonds and buy retire- 
ment insurance later. From me, I hope!” 





Your NWNL agent is paid, not primarily 
for the insurance he sells you, but for the 
insurance you keep in force. If you lapse a 
policy, he suffers a penalty in his own earn- 
ings which applies not merely to the policy 
you lapsed, but to every dollar’s worth of 
insurance from which he is receiving an 
income. His prime interest, therefore, is to 
provide you with exactly the right kind and 
amount of insurance, measured by what 
you need and can afford. 

Significant results are shown in NWNL’s 
sharply declining lapse ratio, the rapid in- 
crease of insurance in force and kept in force 


— benefits in which you are invited to join. 


NORTHWESTERN /Vational LIFE 


INSURANCE 


QO. J. Arnold, President 


COM PANY 


Minneapolis 4, Minn. 





This is a reproduction of NYNL’s current national magazine advertisement. 
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Guertin Plan More 
Equitable, Evans 
Tells CLU Chapter 


“When becomes 
cause ot 


and be 


the Guertin plan 
effective, it will remove the 
widespread misunderstanding 
much more equitable as to plan, age 
and duration,’ John H. Evans, vice- 
president Ohio National Life, told the 
Cincinnati C. L. U. chapter. The plan 
has no connection with the drop. in 
interest rates or future solvency of com- 
panies, he explained. While it retains 
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all the rigid safeguards of life insurance 
it allows sufficient latitude so well man- 
aged companies will be able to show 
better results than those less closely 
managed. 

The Guertin plan does not change the 
cost to policyholders in the aggregate, 
Mr, Evans continued, although it pro- 
vides for considerable change in indi- 
vidual cases. Its approach is that each 
group of policyholders must pay their 
own way. A policyholder surrendering in 
times of economic crisis has received a 
greater share of assets than policyhold- 
ers surrendering in good times, he said. 
The Guertin plan corrects this, protect- 
ing persisting policyholders by the use 
of a surrender dividend, declared annu- 


ally, which will be higher in good times 
and lower in times of distress. 

Mr. Evans expressed opinion that 
when the Guertin plan goes into effect 
it will not have any material effect on 
sales, except perhaps temporarily. As 
grounds for this opinion, he cited the 
case of an agent in his company who 
sold six participating contracts before 
he knew they were participating, at the 
time the company was just starting to 
write them. “Life insurance as an in- 
vestment,” he added, “will stay in a 
competitive position.” 


A large number of general agents, 
and managers, and agents who are 
studying for C. L. U. designation at- 


tended. 





Presentin 1p 


THE 33rd ANNUAL STATEMENT 
of 


The Farmers and Bankers Life Insurance Company 


Showing Condition on December 31, 1943 


ADMITTED ASSETS 





Cash in Banks.............. 5.08% 
*Bonds ................... 51.59% 
U. S. Government... ...$5,947,702.00 
Other Countries ........ 140,680.00 
State, County and 
Municipal ........ . 2,116,638.37 
Real Estate Owned......... 2.12% 
1S Farm Properties...... 31,800.00 
10 City Properties...... 154,900.00 
Home Office Property.. 150,000.00 
Balance on Real Estate Sales 
Contracts Misrtiasecs ow 
25 Farm Properties...... 105,789.72 
69 City Properties...... 150,432.51 
First Mortgage Loans....... 26.78% 
316 Farm Properties.... 1,113,936.12 
421 City Properties...... 1,700,777.34 
455 FHA Title l........ 1,444,836.13 
Loans Secured be Legal Re- 
serve on Policies. . 10.42% 
Interest Due and anil Ae 59% 
Net Premiums in Process of 
NS eee eee 1.81% 
Furniture and Fixtures... .... 
Radio Station KFBI..._. 
100.00% 
*All Bonds at Market or Commissioners' 
Valuation. 


Total Admitted Assets. . . 


Insurance in Force December 31, 1943 


$67,178,855.60 











LIABILITIES 
$ 808,027.94 | Legal Reserve on Policies... ......... $12,853,790.79 
8,205,020.37 Reserve to Provide for Fluctuation of 
Mortality (Including War Hazard), 
and of Market Value of Assets... .. 241,511.70 
336,700.00 | Credits to Policyowners Left with Com- 
pany on Deposit at Interest....... 715,207.97 
256,222.23 Reserve for Taxes.................. 120,000.00 
Death Claims Due and Unpaid... .... None 
4,259,549.59 
Death Claims Reported But Proof Not 
Completed December 31, 1943.... 37,727.99 
1,657,134.53 | Premiums and Interest Paid in Advance 170,078.21 
94,722.14 | Special Funds Payable to Policyowners 
EN cos cpa ook Cees 12,711. 
288,021.77 “si 
Charged Off All Other Liabilities................ 54,370.63 
Charged Off | Capital and Surplus................ 1,700,000.00 
(For Additional Protection of Policyowners) 
$15,905,398.57 Total Liabilities ............... $15,905,398.57 


Paid to Living Policyholders and On Deposit with The State of Kansas 


Beneficiaries During 1943 
$722,658.67 


The strength of an organization is meas- 
ured by its ability to meet its obligations 


December 31, 1943 
$12,140,810.97 





The FARMERS & BANKERS LIFE fnsurance Company 


RADIO STATION KFBI 


H. K. LINDSLEY, President 


J. H. STEWART, JR., Vice Pres.-Treas. 


WICHITA, KANSAS 


1070 KILOCYCLES 


F, B. JACOBSHAGEN, Vice Pres.-Secy. 





Silver Heads Ford Agency 
of Equitable in N. Y. 


J. A. Silver, assistant manager of the 
M. T. Ford agency of Equitable Society 
in New York for 16 years, has been ap- 





J. A. SILVER 


pointed agency manager, succeeding 
Mr. Ford, who resigns after 43 years as 
general agent. Mrs. Leonora B. Licht, 
associate general agent and administra- 
tive head of the agency for 20 years, 
resigns that position but continues with 
the agency as a representative of Mr. 





M. T. FORD 


Ford, who has been inactive several 
years because of ill health. 

The agency was established by Mr. 
Ford in 1901 and was for many years 
the company’s leading agency in the 
New York metropolitan district. An- 
nouncement of Mr. Silver’s appointment 
was made at a luncheon attended by 60 
members of the agency and W. J. Gra- 
ham and V. S. Welch, vice-presidents, 
and A. B. Dalager, second vice- presi- 
dent, who inducted him as agency man- 
ager. 


Zone 6 Commissioners Meet 


SAN FRANCISCO—Interstate rating 
problems, progress being made by the 
sub-committee of the National Associa- 
tion of Insurance Commissioners on 
workmen’s compensation in regard to 
statistical information on the expense 
portion of the rates and examination 
procedure in the western states were the 
principal topics discussed at the meeting 
here of Zone 6 commissioners. 

President Harrington is meeting with 
the various zones. He met with the 
commissioners of Zone 5 this week at 
Kansas City. 
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Training Is Key 
to Successful 
Agency Operation 


No one knows enough about training 
life agents to be dogmatic about it, John 
H. Jamison, who May 1 will resign as 
manager of field training of Northwest- 
ern Mutual Life to assume the associate 
general agency of that company in Chi- 
cago, stated in a talk before the Life 
Agency Supervisors in Chicago. 

The general agent has been rated on 
his ability to recruit men, Mr. Jamison 
said, but the figures show that of the 
men in the business 10 years the produc- 
tion pattern is a slow growth during the 
first three years, on a level basis for 
about six years, and then a decline sets 
in. If the general agent can step up the 
production of the agent all along the 
line during the 10 years he will have 
achieved a great deal. Training, he said, 
and not recruiting is the essence of the 
job. 


Many Fallacious Ideas 


Training is the most controversial sub- 
ject in the business. There are, he said, 
a lot of popular but fallacious ideas in 
connection with it. The old saying that 
“practice makes perfect” is not true in 
life insurance. Too many fine producers 
tapered off in production. Another say- 
ing is that “an old dog cannot be taught 
new tricks.” This is not true. Neither 
is it true that a good man doesn’t need 
training and a poor one will not be 
helped by it. 

Mr. Jamison briefly outlined how 
training developed. The actuaries wrote 
the first training courses. Then the 
agent got into the picture and put into 
in more selling. Finally the experts took 
a hand. Several ideas have been tried 
as to the best training method. First, 
some of the companies took agents to 
the home office. Then other companies 
took the training to the agents. Now 
he said, the most generally accepted idea 
is to leave training in the lap of the 
general agent. 


No Company Is Successful 


Mr. Jamison said that he doubted if 
any company can prove that its training 
is successful, and he wondered why 
companies do not do a better job. Many 
have confused teaching and _ training. 
Actually training is the application of 
life insurance business and _ personnel 
problems, he said. Teaching a course 
is not the proper way. He wondered 
if the companies have actually spent 
enough time on training. A chain of 
hamburger stands spends several weeks 
training one of its salesmen to operate 
properly behind the counter. <A _ busi- 
ness machine firm trains its salesmen 
six months in and six months outside. 

Training, he said, is showing the 
agent what and how to do and aiding 
him in acquiring the skill to do it. It 
is not a short course. It is the bring- 
ing about of continuous improvement in 
the agent’s job. 


Five Point Program 


_ In training the life agent, he said, it 
is necessary to set him on fire, help 
him establish good working habits, help 
him learn and improve his prospecting 
technique, help him learn and improve 
his selling technique, and help him de- 
velop personally. 

Frank Lotito, Lincoln National, and 
Richard Frazier, Great-West Life, were 
elected to the executive committee to 
replace Don Alford, Prudential, now a 
lieutenant (j.g.) in the navy, and Harry 
Walters, Penn Mutual, now Peoria 
manager for that company. Frank Ga- 
gan, Equitable Society, was elected a 
member. Lou Behr, Equitable Society, 
discussed the Saturday morning meet- 
ings being sponsored by the Chicago 
Association of Life Underwriters. R. H. 
Hobart and J. F. Oates of Hobart & 
Oates, retiring general agents of North- 
western Mutual Life, were introduced. 


Provident Mutual General 
Agents Rally Next Week 


The Provident Mutual General Agents 
Association has prepared an extensive 
program for its annual meeting at the 
Edgewater Beach Hotel, Chicago, 
March 20-22. George P. Shoemaker, 
New York, will open the sessions Mon- 
day afternoon, followed by Walter D. 
Cross and Edward W. Marshall re- 
porting on association affairs. F. 
Phelps Todd, vice-president, will close 
the session with a talk. 

President M. Albert Linton will be 
the dinner speaker, on “Looking Ahead 
with Provident.” 

Clarence A. 


Post, Milwaukee, is 


chairman of both Tuesday sessions. W. 
H. Blohm, Cincinnati; G. N. Quigley, 
Denver; Nelson A. White, advertising 
manager; Steacy E. Webster, Pitts- 
burgh; F. M. Nice, Reading, Pa.; A. L. 
Dickey, New York; B. F. Vessy, Min- 
neapolis; A. M. Hammer, Boston; J. H. 
Cowles, Los Angeles, and J. B. Long, 
Knoxville, will speak. 

On Wednesday Vice-president W. K. 
Wise, Paul Speicher of R. & R. Serv- 
ice, and Mr. Linton will speak. 





Buchanan on Pacific Coast 

M. Luther Buchanan of Boston, presi- 
dent American Society of C. L. U., will 
confer with C. L. U.’s and officials of 
local life underwriters’ associations in 


7 





San Francisco April 12. Before going 
to San Francisco, he will hold similar 
conferences in the Pacific Northwest. 


Los Angeles Trust Council 


At the next meeting of the Los An- 
geles Life Underwriters & Trust Coun- 
cil March 20, Vice-president John A. 
Lloyd of Union Central Life will 
discuss the significance of state super- 
vision and Paul Zerrahn, tax expert 
and consultant from the home office of 
Phoenix Mutual Life, will speak on tax 
developments in the fields of estate 
planning, business insurance and pen- 
sion trusts. 
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It may be a “man’s world” but, if so, the Franklin Life is a little world in 
itself where opportunities for women are equal to those for men—and both are 
unlimited. All three “Queens” pictured above have qualified for membership in 
the exclusive Women’s Quarter Million Dollar Round Table. Cash earnings for 
the three, last year, totaled more than $22,000.00. One specializes in the Guaran- 
teed Life Annuity, another the President’s Protective Investment Plan, the third 
makes excellent use of the Lifetime Disability Income Plan—all exclusive Franklin 


contracts. 


Two are former school teachers, one a former music teacher. The Franklin 
Life is very proud of its three “Queens” because they prove that intelligence and 
willingness to work plus Franklin sales tools are all the requirements for out- 
standing financial success. 
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LOWISVILLE *~**** KENTUCKY 


STATEMENT 


As of December 31, 1943 


* 








ASSETS 
Cash in Banks and Home and Branch Offices........$ 201,966.68 
Bonds and Stocks: 
United States Government Bonds... .$1,477,065.63 
Municipal, Industrial and Railroad 
RO ay ees nnn 123,211.43 
Industrial, Insurance, Bank and U. S. 
Guaranteed Building & Loan Stocks 504,150.00 
Due and Accrued Interest... .. 5,915.71 
2,1 10,342.77 
Mortgage Loans: 
First Mortgages .......... $1,126,931.10 
Due and Accrued Interest. . . 3,906.86 
|,130,837.96 
Loans to Policyholders and Accrued Interest. . 956,426.57 
Policy Liens and Interest............. 2,758,587.63 
Real Estate and Contracts of Sale and Accrued Interest 3,286,637.51 
een Ee an ae eae 12,821.59 
Premiums (secured by legal reserve)....... 156,268.53 
Other Unclassified Assets................. 37,152.97 
SO Sn $10,651,042.21 
Less non-admitted Assets (Bills receivable and agents’ 
NE iain dua os pA lee Wc tole aes 33,228.66 
TOTAL ADMITTED ASSETS......... .$10,617,813.55 


All furniture, fixtures, and equipment in Home Office 


and Branch Offices charged off. 


RESERVES AND LIABILITIES 


Reserves for Policyholders....................... $ 9,735,121.34 
Reserves for Claims Payable in Installments and 








Amounts Held Under Supplementary Contracts. 110,771.88 
Reserves for Claims Unreported and Proofs Not Com- 

I ie hi 6 eb sivas ne ear hb eee 2 4% 93,447.34 
Reserves for Dividends to Policyholders. 6,581.26 
Reserves for Premiums and Interest Paid in Advance. 30,730.80 
Reserves for Taxes Payable in 1943... ... 41,292.76 
Reserves for All Other Liabilities 28,750.53 

$10,046,695.9 | 
Surplus for Contingencies.............. $246,117.64 
Surplus Unallocated ........... ... 325,000.00 
ee ee 571,117.64 
TOTAL RESERVES AND LIABILITIES. . .$10,617,813.55 


SOUTH'S LARGEST MUTUAL LEGAL RESERVE 
LIFE INSURANCE COMPANY 


ELLSWORTH REGENSTEIN, President 


Key-Man Situation Analyzed 


(CONTINUED FROM PAGE 1) 





how good. They find the key man pol- 
icy is worth about 75% of its face value 
in cash value at the key man’s age 65, 
and it will do the job of providing that 
life income for the executive which he 
and the corporation desire. 

‘So you see that this key man insur- 
ance coverage is so broad and so flexible 
that it can be adapted to any purpose 
and any need,’ Mr. Cook said, “from 
protecting both the business man and 
the business while they are both in their 
business adolescence, to carefree retire- 
ment and old age after success has 
been achieved.” 

John O. Todd, general agent of North- 
western Mutual life in Chicago, said last 
week he called on a client who had 
$300, 000 corporation insurance in force 
on six lives and after a 15- minute dis- 
cussion an additional $200,000 was 
placed on the same lives. ‘About $40,000 
of new business on two lives in less than 
one hour interview was the result of a 
call a few days previously on a smaller 
corporation. 


Never Distribute All Earnings 


Mr. Todd said getting business like 
this depended on getting rid of the word 
“spend.” No matter what the tax rate, 
no corporation today will declare out in 
dividends all of its net earnings,” he 
said. “The life insurance premium dol- 
lar is always paid out of those remaining 
few that are left in surplus. They are 
not spent, but invested, and life insur- 
ance on key men can be demonstrated 
to be far and away the best investment 
for that surplus that any corporation can 
make. 

“There is business to be done in large 
figures and at a minimum of time and 
effort, and once you know to your own 
satisfaction that what you have to offer 
is unbeatable you can’t help doing a lot 
of business. 

“Let’s look at liquidation insurance. 
That means two or more partners— 
whether in a corporate or partnership 
form. In our office we believe in sell- 
ing the partnership agreement instead of 
the insurance. There is only one feasi- 
ble way to finance a liquidation agree- 
ment once it has been entered into, and 
therefore if our prospects agree that 


they want a liquidation agreement, then 
the insurance sale is almost automatic, 
and the ‘14 objections’ never arise. 

“Now suppose we are dealing with a 
close corporation instead of a partner- 
ship. There is no great difference ex- 
cept for the form in which the associates 
hold their interests. Just what does a 
stock certificate in a close corporation 
mean? Is it the interest in the brick 
and mortar? Is it the right to receive 
dividends? Is it merely the pleasure of 
having something in an estate to be 
taxed at death? 

“No, it is none of these things. Divi- 
dends are only a right if earned and 
declared. In a close corporation you 
don’t pay dividends unless you have to. 
The brick and mortar is valueless unless 
human minds are there to make them 
have a value, and in an estate the stock 
is sometimes more of a liability than an 
asset. 

“The stock certificate is the right to 
hold your job as long as you want to, 
the right to have a say in setting your 
salary, the right to come to your office 
every day with no fear of being fired by 
someone else. When you die that right 
expires. With it goes your management, 
and the future of that business is in the 
hands of others, perhaps yet untried. 
Management and capital should be kept 
together, and most men will agree that 
whenever they try to separate the two 
they usually lose.” 


Where Money Comes From 


Mr. Todd said the only place that 
the money can come from to pay for 
these stocks if a man is the buyer is: 
(1) You borrow the money and pay it 
back with interest; (2) you take it out 
of your existing capital; (3) you pay 
for it out of future expected earnings; 
(4) you get the money from life insur- 
ance proceeds. He said the first and 
third are really the same thing, a de- 
mand on future income. Under the pres- 
ent tax rates a person cannot live long 
enough to finish paying. Taking it out 
of the existing capital is all right if he 
happens to have it at the time it fs 
needed. But he is ruining the diversifi- 
cation that he has built up over the 
years to acquire an asset that can never 








HOME OFFICE 
CHICAGO 


MUTUAL TRUST 


LIFE INSURANCE COMPANY 





sls Faithful as Old Faithful” 


DURING 1943 
New Paid Business to Insurance in Force... .10.16% 
Insurance in, Force Increased............... 7.52% 
Admitted Assets Increased.................10.11% 
RO NE ok vee cds eikes sdciee toes 9.74% 
er eee 14.50% 
Average Interest Received on Mortgages...... 4.40% 
Average Interest Received on Bonds........ 3.29% 
Net Yield on Real Estate................... 6.05% 
Net Yield upon Assets as a Whole........... 3.68% 
Actual to Expected Mortality.............. 35.40% 
I 95 p 6 SN Re ie Sea sags agg 2.30% 





FIELD BUILDING 
ILLINOIS 








Insurance in Force $221,080,229.00 


MUTUAL TRUST LIFE is a purely mutual net level premium 
reserve company. It operates in the East as well as the West. 
Its eastern territory includes New York, New Jersey, Pennsyl- 
vania and all of the six New England States, 


Nelhing Beller in Life Insurance 
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be liquid again—and besides he is pay- 
ing 100 cents on the dollar. 

“Ordinary life insurance gives you an 
entire life time to complete your fund, 
your present capital is untouched, and 
if someone else keeps you covered for 
the value of your stock, the old as well 
as the new remains liquid.” Inexorably 
the conclusion of any sound thinking 
on this situation leads to life insurance. 

Mr. Todd said, to summarize: 

(1) Key man insurance is paid for out 
of dollars that have already been added 
to surplus and hence are easv dollars to 
reach; (2) only through key man insur- 
ance can the relatively few dollars that 
can be added to surplus be made to grow 
into a satisfactory amount; (3) corpora- 
tions are thin at the top and death now 
would be at an enormous cost to the 
company if not indemnified; (4) while 
maintaining adequate indemnity, if the 
catastrophe does not occur, due to the 
tax structure the investment return is 
phenomenally large while still maintain- 
ing liquidity; (5) every one makes some 
mistake —if a corporation is insured 
and for any reason it proves to be a mis- 
take the premium is only a small mis- 
take, but if it is not insured and death 
comes then the failure to have the in- 
surance is a big mistake; (6) an interest 
in a business cannot be bought out of 
future earnings at present tax rates; only 
cots insurance gives any safety in a buy 
and sell agreement; (7) if we sell the 
agreement to buy and sell, the insurance 
fund agreement will sell itself; (8) ordi- 
nary life insurance gives a lifetime in 
which to fund an agreement to buy; (9) 
the insurance man must protect himself 
against unfair competition by depending 
upon an expressed understanding that if 
his ideas are used he will get the busi- 


CHICAGO 


MEETINGS 











CHICAGO DIVISIONS’ 


The Life Agency Cashiers Division 
of the Chicago Association of Life 
Underwriters has postponed its monthly 
meeting from March 21 to March 28, 
when Miss Christine Ludwig, State Mu- 
tual, Chicago, former president of the 
Chicago and National Cashiers organ- 
izations will tell her experience in visit- 
ing other associations. 

The Women’s Division will meet 
March 21; Group Supervisors Division 
April 3; Life Agency Managers April 4 
and Chicago Life Insurance & Trust 
Council, April 5. 





BUDINGER OPEN HOUSE 


F. J. Budinger, Chicago general agent 
of Franklin Life, is holding open house 
in his new agency office for three days 
this week, Thursday to Saturday, in- 
clusive. The agency has just been ex- 
panded into new quarters in suite 1336, 
120 South LaSalle street. Associated 
with Mr. Budinger is Al Campbell, well 
known former fire insurance brokerage 
manager of Chicago who is developing 
the sale of a special policy that Franklin 
brought out recently. 





NSLI Actuarial Parley 


WASHINGTON—The Veterans Ad- 
ministration actuarial advisory commit- 
tee is scheduled to hold its fourth meet- 
ing here March 22. It is understood 
it will discuss such matters as records 
to be kept, the method of keeping them, 
and other matters related to actuarial 
Practice in connection with National 
Service life insurance. 





Prepares Colored Wall Chart 


A four-color wall chart detailing the 
“history of 10,000 life insurance policy- 
holders” is being offered by Institute of 
Life Insurance to schools and colleges 
giving instruction courses in life insur- 
ance. The chart pictures the operation 
of level premium life insurance. It was 
Prepared to meet requests from teach- 
ers for visual aids. 


No Supreme Court 
Move Before Mar. 27 


WASHINGTON—Despite the confi- 
dent assertion of Drew Pearson, Wash- 
ington commentator, that the United 
States Supreme Court this week would 
by a divided opinion give a decision for 
the government in the S.E.U.A. anti- 
trust case and that there would thus be 
federal regulation of insurance, the Su- 
preme Court gave no decision on Mon- 
day either in the S.E.U.A. case or the 


Polish National Alliance case. That 
means that there will be no decision in 
these cases before March 27 because the 
Supreme Court recessed for two weeks 
on Monday. 





Plan N. Y. Economic Seminar 


Walter D. Fuller, president of the 
Curtis Publishing Co., will interpret the 
viewpoint of the American business man 
at the seminar on current economic and 
social trends sponsored by the New 
York C.L.U. chapter to be held April 
21 at the Waldorf-Astoria. 

Other speakers are William H. Cow- 


ley, president of Hamilton College, and 
Dana Munro, professor of Latin- 
American history and affairs at Prince- 
ton since 1932 and director of the school 
of public and international affairs at that 
university. A fourth speaker will be 
announced later. 





Maj. Mortimer Bell, army air force, 
wishes it made plain that he is not iden- 
tified with organization of the A.A.F. 
personal affairs division. He says a 
wrong impression has been created by a 
recent item in THE NATIONAL UNDER- 
WRITER. 
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Observe how income of a typical, active Mutual Life Field Underwriter rises steadily— 
aided by Service Fees and Efficiency Income—unitil his retirement pension starts. (Chart 
assumes $250,000 annual production to retirement age 65—no production thereafter.) 


THE MEW PLAN ravors 
CAREER UNDERWRITERS! 


Without added cost to policyholders, this Mutual Lifetime 


Efficiency Income up to $135 a month—in addition to 
Commissions and Service Fees. 

The retirement income, now a part of this Lifetime 
Plan, starts between ages 60 and 70. 

The introduction of this Lifetime Plan for compen- 


sating Field Underwriters represents a distinct forward 


Plan provides increased compensation to the efficient Field 
Underwriter who remains with the Company. 


The Plan features two new sources of income: Service 
Fees and Efficiency Income. A two per cent Service Fee is 
paid annually on premiums after the 10th policy year so 


long as the underwriter remains with the Company, con- 
tinues to produce and renders satisfactory service to old 


policyholders. 


Efficiency Income, which is based on quality perform- 
ance, starts in the 5th contract year. The above chart 
shows that with $250,000 new business each year, and with 
reasonable assumptions on persistency and mortality, the 
good underwriter producing quality business can build his 


move toward the announced Mutual Life goal. 
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Equitable Society's Compensation Plan 


Operation of Equitable Society’s as- 
sured minimum income plan for agents 
is sure to be watched with the keenest 
interest by all who are concerned with 
the knotty problem of agents’ compen- 
sation, for here is one of the very largest 
stepping out and telling its 
“You work, 


companies 
career agents, in effect, we 
pay.” 

There are no strings. If the agent, 
despite diligent work and conscientious 
following of directions, fails to earn 
enough commissions to warrant the in- 
come he has been assured, that is the 
company’s tough luck, not his. The 
difference is written off and is not re- 
garded as a debt, either legal or moral. 
On the other hand, if he earns more 
than the stipulated income he gets it all, 
just as if he were on a straight commis- 
sion basis. 

Equitable’s new plan is based on a 
principle long followed in other fields 
of sellmg but hitherto generally re- 
garded as not being adaptable to life 
insurance: That the career salesman’s 
compensation may vary with his produc- 
tion but the company assures him of a 
reasonable and regular income, without 
putting him debt, for as long as 
he continues with the company, regard- 
less of his production. 

Even though the plan is confined to 
those qualifying as agency club mem- 
bers and the maximum income that will 
be guaranteed is $350 a month, there is 
still the possibility that on an agent here 
and there the company may lose money 
by reason of his failing to earn as much 
in commissions as is guaranteed him 
under the assured income plan. But 
there appear to be enough favorable 
features to the plan to more than offset 
any First, losses will be kept 
to a minimum by the agent's knowledge 


into 


losses. 


that his next year’s income is based on 
This 
guaranteed 
which 


the commissions he earns this year, 
is true not only of his 
income but of his 
15% for the second year. 

Then, stabilization of income means 
stabilization of morale. Some men may 
work better when they know that mak- 
ing a this chicken 
instead of beans for Sunday dinner. But 
even with such agents the effect is too 


renewals, are 


sale week means 


often to make them resort to high pres- 
sure or the pestering of prospects. Most 
when they are not so 
conscious of the wolf at the 
door. The agent whose mind is free of 
financial regardless of a tem- 
porary production slump is not going to 
be plunged into gloom and_ thereby 
make the slump a protracted one. At 
the same time, neither is there the 
temptation to become unduly elated 
about a single big case and to slacken 
the steady day-by-day work that in the 
long run brings real results. 

An important effect of Equitable’s 
plan is to enable it to hold many of the 
agents who have real ability but who 
find the income fluctuations of the 
straight commission basis too upsetting, 
either economically or spiritually. It 
would be difficult to say how many good 
agents have left the business because 
their have said, “Maybe you'll 
make less at a salaried job but at least 
we'll know what to count on every 
month.”’ Assurance of a steady income 
from life insurance selling should also 
serve to make the business attractive to 
many men who now hesitate to enter it 
solely because of the uncertainty of the 


men work better 
acutely 


worries 


wives 


commission basis. 

Equitable’s assured minimum income 
plan takes care of one of the difficulties 
that come to light in connection 
with plans for inducting new 
agents. is the fact that when a 
new man goes from the assured income 
of these plans, usually at the end of his 
first two years, to a straight commission 
basis, he faces a very different situation. 
Not only is he entirely dependent on 
his production but his consciousness of 
this situation make it difficult for 
him to work serenely and hence effi- 
ciently. Under the Equitable plan an 
agent who qualifies can go from the 
Equitable apprentice agent plan directly 
to the company’s assured minimum in- 


has 
salary 
This 


may 


come plan. 

In view of the many desirable features 
of Equitable’s new plan, not only from 
the agent’s point of view but from that 
of the entire institution of life insurance 


and the insuring public, it is to be hoped 
that the plan will enjoy the highest 
degree of success. 


Advancing Step by Step 


C. F. Ketrerinc, famous inventor 
and scientist, research director of Gen- 
eral Motors, in an address before the 
gue Club of Chicago, spoke 
about the great advance that has been 


made in research and laboratory work, 


Union Lea 


declaring that no line of activity should 
become so self satisfied not to accept 


change when improvement could be 
made. 

All articles of invention, he said, at 
the start have been crude. It was 
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“IF HE COULD ONLY QUIT WORRYING 


ABOUT NOT HAVING ACCIDENT 


HE WOULD IMPROVE 


necessary to make the first step. Then 
after some experience had been gotten 
the next step could be made. There is 
always need for constant advancement. 
He declared that in research work there 
must be failures. However, he said 
that such failures to be justified must 
have resulted from an intelligent effort. 
If a failure comes from false and fan- 
tastic thinking it cannot be justified. 
Mr. Kettering made the point that 
inventors like everyone else need to be 
fortified with knowledge. They should 
be prepared to take advantage of a 
situation and when improvement 
mate their and 


some 


can be experience 


INSURANCE 


QUICRLY 2” 


them in good 
he said, is back 


knowledge will stand 
stead. All preparation, 
of every great success. 

We can all take such philosophy as 
this to ourselves because it comes from 
a man whose inventions are second in 
number to those of the famous Thomas 
A. Edison. Mr. Kettering has always 
felt sure of his ground before he started 
to experiment. He saw his goal and it 
was up to him to try to find the road 


to it. It could not be found at once 
but if his calculations were correct, 
eventually the way would be found if 


perseverance prevailed. He charted his 
course well before he started. 








PERSONAL SIDE OF THE BUSINESS — 





Michael J. Delaney, New Bedford, 
Mass., manager of John Hancock Mu- 
tual Life, retired after 44 years with 


the company and 15 years in New Bed- 
ford. He was given a testimonial din- 
ner by his former associates. 

L. D. Cavanaugh, president of the 
Federal Life of Chicago, has gone to 
Florida to spend a few weeks. Mrs. Ca- 
vanaugh accompanied him. He has been 
troubled with a respiratory complaint 
which he has been unable to throw off. 

William Kleinschmidt, cashier in the 
Sidney Herzberg ordinary agency of 
Prudential, now president of the Life 
Insurance Cashiers Association of Mil- 


waukee, is observing his 25th annivers- 
ary with the agency and the company. 
He was honored at a dinner attended by 
members of the agency and their ladies. 
Mr. Kleinschmidt holds the C. L. U. 
designation. 

E. B. Thurman, general agent of New 
England Mutual Life in Chicago, and 
Mrs. Thurman, have gone to Orlando, 
Fla., where their daughter, Nancy, was 
graduated this week from Rollins Col- 
lege. They planned to attend the com- 
mencement but were unable to secure 
transportation reservations by any route 
in time to be present. ; 

The annual birthday party honoring 








THE 


EDITORIAL DEPT.: 
Editors: 


C. M. 





NATIONAL 


Cartwright, 
F. A. Post, C. D. Spencer. Associate Editors: D. R. Schilling, J. C. O'Connor, Kenneth Force. 


Editor. Levering Cartwright, 








ATLANTA 3, GA.—560 Trust Co. of Ga. Bldg., 
Tel. Walnut 5867. E. E, Hess, Resident Mer. 


BOSTON 16, MASS.—944 Park Square Bldg., 
Tel. Hubbard 8696. R. E. Richman, Vice-Pres. 


CHICAGO 4, ILL.—175 W. Jackson Blvd., Tel. 
Wabash 2704. O. E. Schwartz, W. A. Scanlon, 
“ A. s. Associate Managers. 


CINCINNATI 2, 
Tel. 





Atkinson, Advertising Manager. 


OHIO—420 E. Fourth St. 
Parkway 2140. i &; 


Martin, Abner 


Thorp, Jr., and C. C. Crocker, Vice-Presidents, 
G. C. Roeding, Associate Mgr. 


DALLAS 1, TEXAS—526 Wilson Bldg., Tel. 
Riverside 3383. F. B. Humphrey, Resident Mgr. 


DES MOINES 12, IOWA—3333 Grand Ave., 
Tel. 7-4677. R. J. Chapman, Resident Manager. 


DETROIT 26, MICH.— 1015 Transportation 
Bldg., Tel. Randolph 3994. <A. J. Edwards, 
Resident Manager. 


Managing 


BRANCH OFFICES 


UNDERWRITER 


Published by THE NATIONAL UNDERWRITER CO., Chicago, Cincinnati, New York. PUBLICATION OFFICE, 175 W. Jackson Blvd., CHICAGO 4, ILL. Telephone Wabash 2704. 


I John F. Wohlgemuth, President. 
Vice-President and Secretary. 


Editor. News BUSINESS DEPT.: 


LIFE INSURANCE EDITION 
PUBLISHED EVERY FRIDAY 





Howard J. Burridge, 
John Z. Herschede, Treasurer. 








IN KEY CITIES 


MINNEAPOLIS 2, MINN.—500 Northwestern 
Bank Bldg. Tel. Geneva 1200. R. W. Land- 
strom, Resident Manager. 


NEW YORK 7, N. Y.—123 William St., Tel. 
Beekman 3-3958. Editorial Dept.—R. B. 
Mitchell, Eastern Editor; George E. Wohlge- 
muth, Assistant Editor; Dorothy B. Paul, 
Editorial Assistant. Business Dept.—N. V. 
Paul, Vice-Pres.; T. Curtin and W. J. 
Smyth, Resident Managers. 


PHILADELPHIA 9, PA.—123 S. Broad Street, 
Room 1127, Tel. Pennypacker 3706. E. H. 
Fredrikson, Resident Mgr. 


SAN FRANCISCO 4, CAL.—501-8-9 Flatiron 
Bldg., Tel. EXbrook 3054. F. W. Bland, Resi- 
dent Manager. Miss A. V. Bowyer, Pacifi¢ 
Coast Editor. e 





brief 
BA 
ginie 
ford 

A. 
ordi: 
reta! 
died 
pan} 

Ni 


died 


F 








PA 





| | 


SD. 


( \S 


i Sake 





sie 


ific 


KUM 





March 17, 1944 


LIFE INSURANCE EDITION» 














A. M. Embry, Kansas City manager for 
Equitable Society, will be held March 
18. 

Lawrence Woods, agency manager of 
the Woods agencv of Equitable Society, 


Pittsburgh, spent two days in Chicago 
this week, conferring with Walter L. 


director of agencies west- 
ern division, and agency managers to 
exchange ideas on recruiting, training 
and production of business. 

O. J. Arnold, president of Northwest- 
ern National Life, is among those whose 
departure from Florida has been de- 
layed by reason of the shortage of rail 
equipment. He was to have returned 
to Minneapolis March 8, but was not 
able to get a reservation until March 28. 

E. M. Bachelder, Bankers Life of Iowa, 


Gottschall, 


Berkeley, Cal., celebrated his 80th birth- 
day. He has been with Bankers Life 
since 1908. 





DEATHS 








Thomas H. Bigger, 79, veteran chief 
clerk in the Virginia department, with 
the department more than 30 years, died 
at his home in Richmond following a 
brief illness. A daughter, Mrs. Daniel 
L. Coulbourn, is the wife of the Vir- 
ginia state agent of National of Hart- 
ford. 

A. W. Ek, Jr., 43, manager of the 
ordinary department and assistant sec- 
retary of Imperial Life of Asheville, 
died there. He had been with the com- 
pany 20 years. 

Noble J. Dilday, 88, Louisville mana- 
ger of Equitable Society, from 1900 to 
1922, died at his home in Long Beach, 
Cal. Before going to Louisville he was 
publisher of the Paducah, Ky., “Stand- 
ard.’ He started with Equitable in 
Louisville under Henry M. Powell. 

Joseph C. Borden, 64, a member of 
the Prosser & Homans general agency 
of Equitable Society in New York City, 
died at his home in South Orange, N. J. 


He was a brother of Vice-president A. 
G. Borden of Equitable Society. Two 
sons and a sister also survive. 


Daniel J. Blum, 52, district manager of 
Metropolitan Life, Palmer, Mass., died 
there. He had been with the company 
30 years. 


For accident and health sales ideas, 
use the Sales Section of the 
Bulletins. Write The A. & H. Bulletins, 
420 E. 4th St., Cincinnati 2, Ohio. 


SALES MEETS — 


N. W. Mutual Agency Heads 
Confer in Chicago 


The General Agents Association of 
Northwestern Mutual Life held its an- 
nual business conference in Chicago for 
three days this week, with special em- 
phasis on post-war planning. It was 
strictly a business meeting, with sessions 
starting at 8:30 a. m. and was the annual 
occasion for conferring with company 
officers as a group on various matters 
and relationships. Several Northwestern 
Mutual executives attended from Mil- 
waukee. 

Herbert L. Smith, Harrisburg, asso- 
ciation president, presided, assisted by 
Roger Clark, Pittsburgh, secretary- 
treasurer. There were about 93 general 
agents attending from all points of the 
country. 

The vice-presidents are J. H. Cope- 
land, Davenport, Ia., zone 3; E. A. 
Crane, Indianapolis, zone 2, who also 
is trustee of the National Association 








.of Life Underwriters, and Roger Bald- 


win, Washington, D. C., zone 1. 


Bankers National May 
Enter A. & H. Field 


NEW YORK—Bankers National 
Life held a one day meeting here for 
full time agents and ‘carried as its theme 
a goal of $100 million insurance in force 
before the end of this year. New selling 
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FORWARD 


Life underwriters under arms are serving 
the Cause of Freedom with distinction on 
the far flung fields of war. 


Life underwriters of the home front are 
also making vital contributions to the Cause 
of Freedom. Theirs is a national mission, 
even more essential in times of war than in 
days of peace. Their arms include the sale 
>f new life insurance and war bonds, the 
servicing of life insurance now owned, the 
relentless assault upon inflation, and a united 
and determined will to carry on . 
weapons all for furthering the ‘Cause of 

Freedom and perpetuating the Democratic 
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aids were introduced and a new child’s 
savings plan. The possibility of Bank- 
ers National entering the A. & H. field 
was discussed by President R. R. Louns- 
bury. 

The 1943 statement 
showing assets of $12, 
$1,768,244 and insurance in force $93,- 
273,168, increase $4,186,901, capital of 
$350,000, reserve for contingencies $150,- 
000 and unassigned surplus $760,370. 


was exhibited 
386,059, increase 





Schriver Agency at Peoria 
Has Two-Day Meeting 


The Peoria (Ill.) general agency of 
Aetna Life directed by L. O. Schriver 
held its annual meeting for two days. 
O. H. Naffziger, Peoria, opened the 
meeting. Jean A. Pope, Moline, pre- 
sided the second morning and Roy E. 
Davis, Peoria, in the afternoon. Among 
the speakers were Mr. Schriver, G. K. 
Walker, home office underwriter, Doyle 
D. Baker, home office group representa- 
tive, and Nick DeNezzo, superintendent 
of agencies; Newell C. Day, general 
agent of Equitable of Iowa at Daven- 
port, Ia., and Mrs. Cornelia Hodges, a 
member of his agency; V. B. Askew, 
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Peoria supervisor, and a number of 
agents. 

J. L. Unland, Pekin, presided at a 
dinner in honor of Jean Pope, who is 
celebrating 30 years’ service with Aetna 
Life. A leather bound testimonial book 
autographed by all his associates was 
presented to Mr. Pope. Prizes were 
awarded to 15 top qualifiers in a special 
sales campaign, and home office awards 
to 17 agents who were among the com- 
pany’s leaders for the entire country in 
1943. V. B. Askew, who soon will leave 
Peoria to become acting general agent 
for Aetna Life at Des Moines, was pre- 
sented a watch, and Mr. Schriver was 
given a fine piece of luggage as a birth- 
day gift from his agency. 


B. M. A. Tennessee Agents Confer 

\ sales conference of Business Men’s 
Assurance agents in the Nashville area 
was held there. N. B. Moates, manager, 
presided, and J. C. Higdon, executive 
vice-president, and J. W. Sayler, assist- 
ant vice-president, attended from the 
home office. 

J. M. Black, Tennessee leader and 12th 
among company producers in 1943, 
stressed the need for conserving time 
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Occidental underwrites all its Pen- 
sion Trust cases of 25 lives or more 
on a Group basis. Why? 


Every employer: Wants to avoid 
lost time in plant operations. 


Every employee: Wants to have 
insurance — regardless of insur- 


Every agent: Wants to install the 
case with a minimum of work* 


*Occidental Home Office aid includes specially prepared propos- 
als, one-year Term computations and administration manual. 
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“We pay lifetime renewals — they last as long as you do™ 
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and tires in planning calls and interviews 
and then following through with com- 
plete information in the application as 
an aid in getting the policy issued and 
delivered promptly. At the banquet Mr. 
Higdon presented Mr. Black a scroll. 





Mersfelder Summer Camp June 5 


L. C. Mersfelder, Oklahoma state 
manager of Kansas City Life will hold 
his summer camping party June 5. Due 
to transportation difficulties the camp 
will be at Camp Redlands, near Still- 
water, this year instead of in the Ozark 
mountains. 





Programming School in Okla. 


The E. W. Bewley agency of New 
York Life in Oklahoma City staged a 
programming school at Lawton, Okla., 
for agents in the southwestern part of 
the state. The classes were conducted 
by William P. Stagg, agency director, 
and Earl Howbert, educational super- 
visor from the St. Louis agency. 


Sullivan Seeks Reelection 

Commissiomer Sullivan of Washington 
has announced his intention to run for 
reelection. He has held office since 
January, 1933, and his present term will 
expire next January. 


CHANGES 


American United Names 
Piersol at Pittsburgh 


American United Life has appointed 
Harry B. Piersol as agency manager 
at Pittsburgh with 
headquarters in the 
Union Trust build- 
ing. Mr.  Piersol 
entered the busi- 
ness in 1925, having 
at one time been 
connected with the 
group department 
of Travelers. In 
1940, he joined 
American United at 
Pittsburgh as a 








personal producer, 
Mr. Piersol now 
has assumed his H. B. Piersol 


new duties. 





American Mutual Names 
Corbyn Agency in Okla. 


American Mutual Life has opened 
offices at 2505 Apco Tower, Oklahoma 
City, under management of Marmaduke 
Corbyn agency, general agent for Okla- 





ILLINOIS BANKERS LIFE 
ASSURANCE COMPANY 


Monmouth, Illinois 


Financial Statement 
December 31, 1943 


Assets 

Cash— 

SRL MSAMEE TANG MOIRCE 2 oo. 5 ico os oad hea ed bce an aoe parce $ 1,999,290.80 
Bonds— 

U.S: A. Govermnmetitséetoisaccs os cock $7,442,838.60 

State and Municipal.................. 789,753.80 

ED ber indevadnnks keen sid 1,291,044.26 

Railroad Sy ee ee. 1,782,416.23 

Industrial and Miscellaneous........... 146,756.42 11,452,809.31 
Stocks— 4 

Preferred And ‘Common soos oes o.o.0.o0:00 ave oR areaa obras 498,772.90 
Mortgage Loans— 

Secured by first mortgages on Real Estate............ 3,737,392.94 
Real Estate— 

Including Home Office Building........ $3,910,548.69 

Real Estate sold under contract........ 198,820.48 4,109,369.17 
Loans on Policies and Interest— 

Secured by Policy Reserves..........0.ssccsccecsees 5,098,750.02 
Premiums— 

SONG BN WCLCLIET ... o:6 obi sane ox ddawiaussedvubasdeeds 525,484.62 
Interest and Rents— 

Due and Accrued and Other Assets.................. 216,503.96 

| OL Se eee $27,638,373.72 








Policyholders’ Funds— 


Survivorship Funds 
Miscellaneous Liabilities 


Capital Stock 


due by death, maturity or disability.................. $21,435,639.65 
NONE 


Present Value of Installment Claims..................... 
Trust Funds—Association Policies....................... 
Dividends and Savings left on Deposit. . .$809,805.60 

Dividends Due and Declared.... 
Deferred Dividends Declared and Allotted. 
Premiums and Interest Paid in Advance. 102,083.66 


meemerve TOR TAKCS. .... 2... css ccces 


Contingency Reserve for War Mortality Fluctuation 


sratatale\ ues Sal giod eek ee $27,638,373.72 


eS ee ee en eo ee ee eT 4 


227,849.50 


120,178.78 
119,989.14 
2,559,395.10 


29,381.28 

89,222.51 

1,030,493.05 
129,868.69 
132,414.34 
220,011.87 
160,000.00 
200,000.00 

1,302,533.60 








in 1943 





Life Insurance In Force... 
Benefits Paid to Policyholders and Beneficiaries 


ashes $111,195,868.00 
......., ,$2,484,120.00 








homa. Marmaduke Corbyn was general 
agent of Occidental Life of California 
for 10 years. He is assisted by his son, 
Marmaduke Corbyn, Jr. 

Another son, G. Scaling Corbyn, also 
associated in the management of the 
agency, is now a lieutenant in the army 
in the South Pacific. 

The Corbyn Agency has operated 
successfully in Oklahoma City for more 
than 25 years. From 1916 to 1934 it 
represented Central States Life, -and 
then took on Occidental Life. 


Vollman Succeeds Florian 


H. C. Vollman, who has just become 
Toledo manager of Acacia Mutual Life, 
formerly was assistant manager in Chi- 
cago and before that with Acacia in Los 
Angeles. He succeeds Robert E. Florian, 
now with Blosser & Hill, Toledo gen- 
eral agents of Aetna Life. 





Marquardt Assistant to York 


Evan G. Marquardt has been named 
assistant agency manager in Toledo of 
Equitable Society under Manager Caleb 
L. York. Mr. Marquardt joined the 
agency there in 1936, and led the Toledo 
organization in 1943, when he qualified 
for the Half Million Club. In the first 
two months of 1944, he completed qual- 
ification for the $150,000 Club. 


Huffman with Missouri 


W. M. Huffman of Mason City, Ia., 
has been appointed state agent in Iowa 
for Missouri Insurance Company with 
headquarters in Mason City. 

Mr. Huffman was district manager for 
United Benefit Life and Mutual Benefit 
Health & Accident at Mason City for 
17 years. He is secretary-treasurer of 
the Mason City Association of Life 
Underwriters. 








Prudential’s Miss. Promotions 


James S. Knight, special agent of Pru- 
dential in the Jackson, Miss., ordinary 
agency of Prudential under Manager 
Lewis F. Montgomery since last Oc- 
tober, has been appointed assistant man- 
ager and will have charge of the terri- 
tory from Vicksburg, Jackson and 
Meridian south to the coast. 

Special Agent Alvin E. Oarney also 
is promoted to agency assistant man- 
ager and will have charge of northwest 
Mississippi with Tupelo as headquarters. 
He has been with the agency since last 
June. J. Bedford Russell continues as 
assistant manager in charge of the Delta 
territory. 


McCarty Is Brink Supervisor 


P. R. McCarty has been appointed 
supervisor of the E. B. Brink state 
agency of United Benefit Life and Mu- 
tual Benefit Health & Accident in De- 
troit. He started as an agent of Ben 
Hur Life in 1925, working in Iowa, Ne- 
braska, Oregon, Washington, Indiana 
and Illinois and from 1934 to 1942 was 
state manager of Ben Hur. 








Wesley A. H. French has been ap- 
pointed supervisor in the Bogardus 
agency of Union Mutual Life at Boston. 
He was formerly associated with Mon- 
arch Life at Providence. 

Frank Howell, unit manager of the 
Kellogg Van Winkle agency of Equi- 
table Society in Los Angeles has been 
transferred to Long Beach, Cal., to take 
charge of the office there. 





Agger Urges Free Enterprise 

PHILADELPHIA—Amrrica’s main 
post-war problem is the restoration of 
the free-enterprise system, Commission- 
er Agger of New Jersey told the annual 
meeting of the Federal Home Loan 
Bank of Pittsburgh here. 

Even at the cost of some economic 
efficiency, Dr. Agger said, the power 
now resting in the federal government 
must be decentralized, with greater di- 
vision of authority between the three 
branches of government and more 
power returned to city and state au- 
thority. 


COMPANIES 


Beneficial Life 
Makes Important 
Agency Changes 


SALT LAKE CITY—Harry J. Sy. 
phus, who has been superintendent of 
agents and assistant secretary of Bene. 
ficial Life since 1936, has resigned to 
take over a new home office general 
agency here. He began his life insur. 








HARRY 


J. SYPHUS 


ance career in 1926 and has_ served 
Beneficial Life all but 2% years since 
then. In 1934 he was the company’s 
leading personal producer and during 
that year he established a new general 
agency at Idaho Falls that is now pro- 
ducing $2%4 million annually. 

In 1936 he was appointed superinten- 
dent of agents and during the past eight 
years the company has doubled its in- 
surance in force and successfully estab- 
lished six new general agencies. 

Mr. Syphus is vice-president of the 
Utah Life Managers Association. He 
served two terms as chairman of the 
board of the Salt Lake Association of 
Life Underwriters. He was one of the 
organizers of the Idaho state association 
in 1935. 

His successor as superintendent of 
agents is Clyde J. Summerhays, who 
joined the company as an agent at Oak- 
land, Cal., and who for the past two 
years has been general agent in Idaho. 
Mr. Summerhays’ successor will be an- 
nounced later. 





Sterling of Chicago Begins 
Move to New Quarters 


The departments of Sterling of Chi- 
cago supervised by Treasurer F. X. 
Moose and Bernard Sachar, vice-presi- 
dent and counsel, are moving Friday 
of this week into the modern six-story 
building at 737 North Michigan avenue, 
which has been christened the Sterling 
building. Mr. Moose supervises the 
accounting department and Mr. Sachar 
the claim department The rest of the 
operations will not be moved to the new 
building until June 1. The building at 
737 North Michigan was purchased by 4 
syndicate of which President Louis A. 
Breskin is a member but the building is 
not owned by Sterling itself. 

Sterling will occupy the entire second 
floor, part of the third and fifth floofs 
and the penthouse which comprises the 
sixth floor. 

Sterling, which traces its beginning 
to 1929, writes life, accident and health 
and hospitalization entirely by mail. It 








Marc 


— 


empl 
sets 
$1,90 


W. 





1944 








March 17, 1944 


LIFE INSURANCE EDITION 


13 








employs no agents. As of Dec. 31, as- 
sets were $2,805,787 and net surplus was 
$1,901,214. 


W. D. Maytield New 
Head of Texas Life 


Following the death of John D. May- 
field, president of the Texas Life of 
Waco, W. D. Mayfield was chosen to 
fill his place. John D. Mayfield, Jr., was 


elected first vice-president, secretary 
and comptroller, Frank P. Mayfield, 
vice-president and treasurer; E. J. La- 


gow, vice-president and assistant secre- 
tary; John E. Phillips, vice- -president 
and assistant secretary; Paul F. Dick- 
ard, assistant secretary and actuary. 

The new president has been with the 
Texas Life since 1937. He has served 
in various capacities including five years 
as an agent in the field. He has been 
vice-president and general manager. 

John D. Mayfield died Feb. 7 in a 
hospital at Marlin, Tex. He with his 
father, the late W. D. Mayfield, organ- 
ized the Texas Life in 1901. 





Colonial Life Promotes Two 
Colonial Life has promoted William 

C. Brown from mathematician to as- 

actuary. 


sistant Franklin B. Muller, 





* HOW EAGERLY 
SALESMEN WILL USE NEW 
IDEAS PROVIDING THE 
IDEAS HAVE VALIDITY! 


ca * * 





A CASE IN POINT—lIn the 
Sole Proprietor unit of R & R’s 
Tax and Business Insurance 
Course, a sales plan built 
around “diminishing values” is 
set out, ie., the difference be- 
tween the value of the business 
with the proprietor alive and 
the value with the proprietor 
dead. Each student is asked to 
make five presentations. 


* * 


IN ONE COMPANY GROUP, 
the first 17 students to report on 
the five calls sold 28 applica- 
tions for a total of $592,350. Of 
the group, four had previously 
written no business insurance 
whatever. Only one of the re- 
maining 13 reported that busi- 
ness insurance constituted as 
much as 25 per cent of previous 
production. 


* % * 


NEW FIELDS — A NEW 
SENSE OF GROWING 
POWER. Give men these 
things, and they never leave the 
business. 


PAUL SPEICHER 
Managing Editor 
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assistant treasurer, is appointed assist- 


ant comptroller. 





Manix Agency Secretary 
of Old Line Life 


Frank R. Davenport, 73, has resigned 
as agency secretary of Old Line Life of 
America but will remain with the com- 
pany in an advisory capacity. Mr. Dav- 
enport has spent his entire business 
career in insurance. He started as an in- 
dustrial agent in 1898, and joined Old 
Line’s accident and health department 
in 1913. Two years later he was ap- 
pointed field superintendent. He trans- 
ferred to the life department in 1922 as 
field instructor and was appointed 
agency secretary in 1930. 

Sylvester Manix, with Old Line Life 
for 14 years, has been appointed agency 
secretary. He joined the company as 
assistant cashier, became conservation 
correspondent in 1937 and was trans- 
ferred to the agency department in 1939. 
He 1s a €. L. U, 





Campbell Appointed Agency 
Officer of Great Lakes 


Hal P. Campbell has been appointed 
superintendent of agencies of Great 
Lakes Insurance Co., Elgin, III. 

Mr. Campbell formerly was asso- 
ciated with the Oklahoma agency of 
American National of Galveston, and 
has been one of its leading producers in 
addition to his agency building activi- 
ties. 





R. K. Hardy, Salt Lake City, for 33 
years or more with California-Western 
States Life, and for a number of years 
its manager for Utah and Idaho 
has been elected a director of that com- 
pany. He is one of the original mem- 
bers of the Deans Club, organization of 
veteran life insurance men in Salt Lake 
City. 





Aid Life of Oklahoma City 
It already 
Arkansas 


National 
has been licensed in Kansas. 
was operating in Oklahoma, 
and Missouri. 





~NEW YORK 


A.L.LP. PROCEEDINGS ISSUED 


Combined in one volume, printed pro- 
ceedings of the 1942 and 1943 annual 
meetings of Life Presidents Association 
have been issued. Although published 
last year in pamphlet form, the proceed- 
ings of the 1942 meeting, which consist 
of a report by V. P. Whitsitt, manager 
and general counsel, have been included 
in the volume, as an appendix, to pre- 
serve the continuity of these publica- 
tions. 

A cumulative index of the printed 
proceedings during the association’s 37 
years of activity and a complete list of 
pamphlets available for free distribu- 
tion are included. 








HIGH BOND SALE SCORES 


Isidor Isaacs of the Miner agency was 
the top ranking agent of Equitable 
Society in New York City in number of 
bonds sold in the fourth war loan drive. 
He sold 254 individual bonds. He was 
also one of the top men in the third 
war loan drive. Mrs. Ella Rose of the 
home office medical department, with 
265 bonds, was the highest home office 
employe. 





LUNCHEON FOR W. S. CRAWFORD 


Executives of the “Journal of Com- 
merce” will be hosts Friday at a 
luncheon marking the 25th anniversary 
of W. S. Crawford, insurance editor, 
with the paper. About, 100 of his friends 
and associates on the “Journal of Com- 
merce,” in the insurance business, and 
on other insurance papers, will be on 
hand. J. E. Ridder, president and pub- 
lisher of the “Journal of Commerce,” 
will be toastmaster. 

Mr. Crawford went into daily news- 
paper work in 1890 and worked on 
papers in Montana and Idaho. He was 














FOR THE CLIENT 


@ who has a mort- 
gage 


@ who needs extra 
protection while 
the children are 
growing 


@ who can’t afford 
the permanent in- 
surance he needs 
right now 


@ who needs to pro- 
tect his business 
against the loss of 
a key man 


The Prudential 
can provide a 
Term policy to fit 
his particular case. 








A new folder Prudential 
representatives are using 
to sell Term ceverage. 
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first connected with THE NATIONAL 
UNDERWRITER, at that time The Ohio 
Underwriter, in 1898-99 and again in 
1902-03 in Cincinnati and became asso- 
ciate editor in Chicago in 1904. He 
went to the “Insurance Field” in 1917 as 
associate editor and was with that paper 
and the “Insurance Post” of Chicago 
until 1919, when he became insurance 
editor of the New York “Journal of 
Commerce.” 





J. R. Guy Succeeds Momsen 


J. Robert Guy has been appointed as- 
sistant to C. L. McMillen, general agent 
of Northwestern Mutual Life in New 
York City, succeeding W. L. Momsen, 
who recently was appointed general 
agent in Boston. Mr. Guy joined the 
agency in 1932 after four years with the 
Chain Belt Company in Milwaukee and 
New York City. He was graduated from 
the University of Wisconsin in 1926. He 
has been a highly successful personal 
producer and received his C.L.U. desig- 
nation in 1938 passing ali the examina- 


Col. Joseph Rice, general agent of 
Equitable Life of Iowa in Washington, 
D. C., has just returned from India, 
where he was stationed, and is awaiting 
assignment to other duties. 


~ NEWS OF LIFE ASSOCIATIONS 





Six Leaders on 
Buffalo Card 


BUFFALO—tThe program has been 
completed for the sales congress here 
March 25 in conjunction with the mid- 
year meeting of the National Associa- 
tion of Life Underwriters, 

Capitalizing on national leaders who 
will come to Buffalo, Program Chair- 
man Claude C. Jones has garnered some 
of the best talent in the country. 

The speakers are: 

Herbert A. Hedges, president N. A. 
L. U., “You Write Your Own Ticket;” 
John P. Costello, Southwestern Life, 
Dallas, “Our Opportunity Is Now;” 
Isaac Kibrick, New York Life, Boston, 
“How I Sell Small and Medium Size 
3usiness Insurance Cases;” Grant Tag- 
gart, California-Western States, Cowley, 
Wyo., “An Underwriter’s Responsibility 
in War;” Glen J. Spahn, field personnel 
officer Metropolitan, “Selling Today,” 
and Paul Speicher, R. & R. Service, 
Indianapolis, “Tuning Up the Sales 
Procedure to Meet the Current Eco- 
nomic Conditions.” 


The sales congress committee is 





Today's life insurance 


held back because of 


Production of Ohio 


the first two months 


most of today's great 


Particularly attractive 
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ARE YOU IN A RUT..... 


good insurance prospects. Professional men, 
industrial workers, farmers and the great num- 
ber of women now employed are enjoying in- 
creased incomes and have extra money to buy 
life insurance. Are you taking advantage of 
these sales opportunities? Or have you been 


ing tools, a limited line of policies or an un- 
profitable agency contract? 


creased over 20% in 1943, while their sales for 


average of 31.5%, higher than the same period 
last year. Aided by Company work planning 
methods and sales helps, they're making the 


earning increased commissions. 


Join our progressive sales organization and let 
us help you sell more life insurance in ‘44. 
Openings are available in many localities. Just 
write Ray Hodges, Superintendent of Agen- 
cies at our Home Office. 
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be had in the following Ohio towns: 


DAYTON, NEWARK, 
AKRON and TOLEDO 
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Cincinnati, Ohio 
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headed by Tower C. Snow, Penn Mu- 
tual. 


Hiller Tells N. Y. ! Meeting 
of “Real Gold Mine” Today 


Life insurance purchased for business 
purposes in war boom times could 
prove of inestimable value in the post- 
war era, W. N. Hiller, Penn Mutual 
Life, Chicago, told the New York Life 
Underwriters Association. 

“The solicitation of life insurance for 
business purposes has been neglected 
by most insurance men,” he said. “The 
surface of the business. insurance field 
hasn’t been scratched. Stock retire- 
ment insurance offers many opportuni- 
ties for capitalization on investments in 
businesses now enjoying a wartime 
stimulus. Too many insurance men are 
pursuing the pot of gold at the end of 
the rainbow in pension trust cases and 
ignoring the real gold mine existing to- 
day in stock retirement insurance. 

“Many men are beginning to realize 
that this business boom, especially in 
war industries, might suddenly come to 
an end. Men do not want to leave their 
families without protection or with the 
dubious protection of stock of a busi- 
ness that might become worthless in a 
year or two. 

“As insurance men we should prepare 
now to meet changed future needs in 
a new type of world. We need a real- 
istic approach to postwar problems 
rather than visionary blueprints of an 
alleged bright new world to come. The 
American people—especially war vet- 
erans—will emerge from the war with 
a greater determination to have eco- 
nomic security than ever before and 
they will want to attain that security 
in the American way—through freedom 
of opportunity, freedom of enterprise 
and self-reliance.” 





Speakers for Pittsburgh 
Congress March 21 Listed 


At the sales congress of the Pitts- 
burgh Life Underwriters Association 
March 21, Herbert A. Hedges, N.A.L.U. 
president, will speak on “You Write 
Your Own Ticket” and I. S. Kibrick, 
New York Life, Brockton, Mass., on 
“Business Insurance—Large and Small 
—Can You Ferret It Out?” 

Talks on “Plus Production on the 
Debit” will be given by Robert Vargo, 
Knights Life; Max L. Shelkrot, Pruden- 
tial, and Phillip Sallin, Metropolitan, all 
of Pittsburgh. 

W. Rankin Furey, vice-president 
of Berkshire Life, formerly of Pitts- 
burgh, will speak on “Round Up” and 
“What Now?” 





Program for Chicago 
Sales Congress April 22 
Is Announced 


Program for the “Victory” sales con- 
gress of the Chicago Association of Life 
Underwriters April 22 was announced 
this week by President Louis Behr, 
Equitable Society. Robert R. Reno, Jr., 
Equitable Society, will preside in the 
morning and Mr. Behr in the afternoon. 
Mr. Reno, Chicago association member- 
ship chairman, heads the sales congress 
cominittee. 

Following selections by a navy band 
and a war bond rally, new officers of the 
Illinois Association of Life Underwrit- 
ers will be inducted. The Illinois 
association will hold its annual 
meeting April 21 in Chicago with 
W. B. Buckley of Mount Vernon, 
manager Metropolitan Life, presiding. 
As usual, just after adjournment of the 
state meeting there will be a general 
agents and managers conference, and the 
annual state dinner will be held in the 
evening. 

On the sales congress program are 
Corrine V. Loomis, associate general 


agent John Hancock, Boston, who will 
speak on “Consistency Wins”; Branch 
Rickey, general manager of the Brook- 
lyn baseball team and tormer head of the 
St. Louis Cardinals, who has addressed 
the National association, New York as- 
sociation and other life insurance organ- 
izations over a number of years and will 
take up “Yeoman Service’; Herbert A. 
Hedges, president National association 
and general agent of Equitable Life of 
Iowa at Kansas City, on “Organized 
Action,” and Alfred J. Ostheimer, 3rd, 
Northwestern Mutual, Philadelphia, 
chairman Million Dollar Round Table, 
on “Reinforcements.” The navy band 
will render selections also following 
luncheon. 





Indiana Association 
Elects Spence President 


At its annual meeting in Indianapolis 
the Indiana Association of Life Under- 
writers elected Eber M. Spence, general 
agent Provident Mutual Life, Indian. 
apolis, president; C. K. James, John 
Hancock, Logansport, and Theodore 
Precht, Aid Association for Lutherans, 
Seymour, vice-presidents; Oren Pritch- 
ard, general agent Union Central Life, 
Indianapolis, secretary, and Alden C. 


Palmer, R. & R. Service, executive 
secretary-treasurer. : ; 
Verlin J. Harold, Lincoln National 


Life, Fort Wayne, retiring president, re- 
ported on activities of the association 
the past year. Committee reports were 
made by Oren D. Pritchard, legislative; 
Fitzhugh Traylor, Equitable Society, 
educational; J. P. Townsend, Equitable 
of Iowa, membership; Howard E. Ny- 
hart, national committeeman, At the 
luncheon E. A. Crane, Northwestern 
Mutual, spoke on the importance and 
the functions of the state association. 

Mr. Spence, state chairman of the 
payroll savings committee, reported that 
life agents in Indiana were responsible 
for the sale of $24,500,000 of E bonds 
in the fourth war loan drive in 18 cities. 





Hedges at Ohio State Meeting 


Herbert A. Hedges, N. A. L. U. 
president, will address a dinner meet- 
ing at the convention of the Ohio As- 
sociation of Life Underwriters in Co- 
lumbus May 5. The following day he 
will speak at a luncheon in connection 
with a sales congress put on by the Co- 
lumbus association. 


R. B. Shields Dallas President 


R. Barney Shields, Great National 
Life, was elected president and a direc- 
tor of the Dallas Association of Life 
Underwriters at a special meeting of 
the board called by J. Max Spangler, 
Kansas City Life, acting president, who 
continues as vice-president. 

Mr. Shields will serve as interim 
president to fill out the unexpired term 
of Charles E. Seay, Southwestern Life, 
who is now in the army, stationed at 
Camp Wolters, Tex. New _ officers 
elected at the annual meeting in May 
will take over July 1. 

Robert M. White, Jefferson Standard 
Life, has been appointed general con- 
vention chairman for the annual meet- 
ing of the Texas association here June 
12-14. 


Post-War Planning Discussed 


Herbert A. Hedges, N. A. L. U. presi- 
dent, discussed post-war planning at 
meetings of the Richmond Association 
of Life Underwriters and Life Agency 
Managers. Open forum discussions were 
held following both addresses. 

Kansas City—John A. Lloyd, 
president of Union Central Life, 
on “Tomorrow Is Another Day.” 
intendent Scheufler of Missouri 
guest. 

Fort Wayne, Ind.—Clyde Cover, assist- 
ant general counsel of Lincoln National 
Life, conducted an educational round- 
table on “Taxation Affecting Estates and 

Austin, Tex.—E. B. Moody, past presi 
dent of the Austin Chamber of Com- 
merce, and chairman of the Austin com- 
mittee for post-war projects, outlined 4 
pian for elimination of substandard hous- 
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ing which would reduce the incidence of 
tuberculosis. 

Richard N. Lewis, Great National Life, 
announced plans for the Red Cross drive. 
Aubrey Frazier, membership chairman, 
announced that the association now has 
g2 paid members and that the goal is 
100, the time being extended to March 21. 

Jackson, Mich.—Commissioner Forbes 
explained functions of the insurance de- 
partment and certain of its current ac- 
tivities. He said life insurance premium 
taxes account for about 70% of the $5,- 
000,000 revenues collected by the de- 
partment annually. 

Dubuque, Ia.A_ sales and _ “service 
demonstration by A. W. Ott, Homer 
Jackson and H. J. Friedman featured the 
March meeting. 

Des Moines—Lyle D. Payne, Penn Mu- 
tual, has been named secretary to fill 
the unexpired term of Pearl Galbraith, 
John Hancock, resigned. Frank McCor- 
mick, chairman of the membership com- 
mittee, reported that with 53 members 
in service the membership now is 184 
compared with 172 last year. 

St. Louis—Frank M. See, general agent 
of New England Mutual Life, spoke 
Thursday on “Answering Present Day 
Objections.” The association offered $1 
in cash to any man or woman who pre- 
sented an objection that Mr. See could 
not answer satisfactorily. 

Toledo, O.—Lantz L. Mackey, Home 
Life, vice-president of the Detroit asso- 
ciation, spoke on “Business Insurance.” 

Cincinnati—Earl M. Schwemm, agency 
manager of Great-West Life, Chicago, 
will talk on “Sales Ideas for Today’s 
Markets” at the meeting March 17. 

Wheeling, W. Va.—Carl W. Gustkey, 
president of the Imperial Glass Corpora- 
tion, Bellaire, O., spoke on “Life Under- 
writers Post-War Planning.” 

Directors elected Clyde O. Law, general 
agent Northwestern Mutual Life, na- 
tional and state committeeman to fill the 
unexpired term of the late O. J. Rizor, 
Travelers. 

Arizona—At the March meeting in 
Phoenix sales methods were discussed 
by Lloyd C. Backer and Joseph B. Love 
of Mutual Life of New York, Phoenix. 

Wausau, Wis.—J. L. Johnson, vice- 
president of Wisconsin Life, Madison, 
spoke on “Trends and Markets in War- 
time.” 

Minneapolis—Beatrice Jones, Guardian 
Life, New York, declared that life in- 
surance will offer women a great oppor- 
tunity after the war because it is one 
of the few lines of business more inter- 
ested in employing the mature woman 
than the extremely young one. 

“Women with sales talent do very 
well in selling, especially in fields in 
which they have authority,” Miss Jones 
said. “It is expected that a great many 
professional women who have made a 
place for themselves during the war will 
hold on to that place later.” ; 

North Carolina—The state sales con- 
gress will be held in Raleigh April 12, 
Greensboro April 13, Charlotte April 14 
and Asheville April 15. Four nationally 
Prominent speakers and four from within 
the state will appear. 

San Franciseco—John A. Lloyd, vice- 
president Union Central Life, will speak 
March 23. 

, Los Angeles—John A. Lloyd, vice-pres- 
ident of Union Central Life and former 
Ohio commissioner will speak March 21. 

San Diego, Cal.—More than 100 turned 
out to welcome the Southern California 
Caravan of the Los Angeles Association. 

O’Brien Sawyers, Aetna Life, caravan 
chairman, headed the party. Speakers 
Were DeLoss Beck, Aetna Life; Barney 
Nudelman, Connecticut Mutual; M. I. 
Scott, Scott & Co.; Edward Choate, New 
England Mutual, and John R. Mage, 
Northwestern Mutual. 


RECORDS 


National Life, Vt—In spite of re- 
duced manpower, 40% more paid-for 
business was written in February than 
In the same month a year ago. Gain 
of 40.18% was recorded in January. 
Insurance in force in February increased 
$3,349,628 to a total of $648,150,577. 

State Mutual Life—Paid for business 
for February was ahead of last year by 
20% and the first two months paid busi- 
Ness exceeded 1943 by 26.64%. 

Boston Mutual Life.— Reports com- 
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1844 


A Century of Shelter from Financial Storms 
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N March 16, one hundred years ago, the State 
Mutual Life Assurance Company received its 
charter from the Commonwealth of Massachusetts. 


In 1844, life insurance was new in this country. A 
handful of pioneers residing in what was then the little 
New England town of Worcester, seeking the benefits of 
life insurance for themselves and their neighbors, founded 
the State Mutual Life Assurance Company. From this 
humble beginning a century ago, State Mutual has 
grown to a national institution with offices from coast 
to coast and policyholders all over the world. 


The story of State Mutual is the story of life insur- 
ance in America. Weathering a hundred years of storms 
... Wars, panics, epidemics, depressions . . . today State 
Mutual is one of the soundest life companies in America. 
Strong with the experience of a hundred successful 


a) \ , years, it enters its second century prepared to meet 
== the challenge of the years ahead. NY =: 
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State Mutual Life Assurance Company 


OF WORCESTER, MASSACHUSETTS, INCORPORATED 1844 

















LIFETIME COMPENSATION 


Has Always Been An Important Part 


Of Every Ohio State Life Underwriter’s Program 


PLUS 


Club Bonuses For Outstanding Production 
Of Quality Business 


Life — Accident — Health — Hospital 


THE OHIO STATE LIFE INSURANCE COMPANY 


COLUMBUS, OHIO 
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Y ES—our agencies are 
experiencing a regular 
post-war building boom 
since the introduction of 
the four new A&H Good- 
will Builders 


* Benefits Are Greater 
* Limits Are Broader 
*% Rates Are Lower 


and 


They are combined with 
Life policies providing 
ALL-IN-ONE coverage of 


unsurpassed liberality. 


California-Western States 
Life Insurance Co. 


Home Office Sacramento 








bined gain of new insurance for January 
was $385,761 as against $151,819 for the 
same period last year. 

Business Men’s Assurance—Paid bus- 
iness for February doubled last year’s 
records, and for the two months the 
gain is 60%. The E. M. Ward branch 
at Portland, Ore., was the leader, and 
the Wichita, Kans., branch under B. A. 
Hedges had its largest month since the 
office was established in 1931. H. G. 
Horn, Portland, was the individual 
leader on paid business for February, 
and Leo Miller, Wichita, in production 
of paid life insurance. 

Franklin Life—New business in Feb- 
ruary was ahead of February of last 
year by 33%. The January record was 
51% greater than January, 1943. 

In an effort to reach the goal of $250 
million in force by the end of March, 
the 60th anniversary of the company’s 
founding, a campaign is under way in 
which one representative is matched 
against another, the winner in each pair 
takng all contest credit. 


POLICIES 
Bankers, Neb., Issues New 


Family Circle Policy 


Bankers Life of Nebraska has added 
a new policy called “Family Circle” 
policy which provides during the first 
20 years, but not beyond age 65, a 
clean-up fund of $1,000 and a monthly 
income of $100 for one year, $75 for the 
second year and $50 the third year. 

After the policy has been in force 20 
years, or at age 65 if age of issue is 
over 45, the amount payable is the initial 
$1,000 protection, At age 65, the policy 
becomes paid-up for $1,000. 

On the present dividend schedule, 
dividends will be payable at the end of 
the second policy year. Premium rates 





are: 

Age Prem. Age Prem. Age Prem. 
20...$32.55 32...$47.57 44...$ 94.23 
Si... 33.32 33... 49.60 45... 101.61 
22. 34.17 34... 51.85 46... 105.89 
23. 35.04 35... 54.83 4t.- 11052 
24. 35.98 36... 57.19 48.... 115.59 
25. 36.98 37... 60.35 BD... 483.38 
ere 38... 63.84 50... 127.33 
24 ...5 SOEs BO... aed D4.:s eeee 
28. 40.84 40... 71.94 52... 141.69 
29)... 42.82 41... %6.63 Ba... i b008 
30 43.92 42... 81.84 54... 159.83 
3 45.66 3. 87.68 6D... L7K8T 





Dividend Increase Announced 


Northern Life of Canada announces 
that it will increase dividends on 30-year 
endowment, standard par, ordinary life 
standard par, ordinary life leader, ordi- 


nary life super service and pioneer (15- 
year term) 


Texas Life Writing All New 
Business on 3°/, Basis 


Texas Life of Waco now is writing 
all its new business on the American 
experience 3% reserve basis. Many 
changes have been made in types of 
policies available—the commercial ordi- 
nary life and retirement income at 60 
have been dropped from the new man- 
ual. Preferred risk ordinary and 20- 
payment life forms with a minimum of 
$2,500, have been added. Single premium 
life is now the only single premium 
contract being written. Under the re- 
tirement income at 65 a maturity value 
of $1,523 provides $10 monthly to a 








male or $8.95 monthly to a_ female, 
guaranteed for 120 months. 

Pref. Pref. Ret. 

Risk Risk End. End. Ine. 5 

Ord. 20 Age Age Age Yr. 
Age Life Pay. 85 65 65 Term 
10 $12.27 $21.77 $12.76 $14.50 .... ..- 
15 18.42 23.21 13.97 16.21 $19.71 $ 8.30 
20 14.87 24.92 15.47 18.39 22.77 8.52 
25 16.68 26.94 17.36 21.25 26.80 8.84 
26 17.11 27.42 17.81 21.94 27.78 8.92 
27 17.56 27.91 18.29 22.68 28.82 9.00 
28 18.04 28.44 18.79 23.47 29.94 9.09 
29 of ut 19.32 24.30 31.13 9.19 
30 : 9.52 19.87 25.20 32.38 9.29 
31 De 30. 20.45 26.14 33.73 9.40 
32 20. 30.68 21.08 27.16 35.17 9.52 
3% : 31.% 21.72 28.26 36.72 9.66 
3 21. 31.§ 22.41 29.42 38.37 9.81 
35 22.1 32.6 23.13 30.68 40.16 9.97 
36 2 3 33.31 23.91 32.02 42.09 10.20 
37 23.7 34.04 24.72 33.49 44.17 10.46 
38 of 34.80 25.57 35.06 46.41 10.75 
39 25.46 35.60 26.48 37.00 48.85 11.05 
40 26.4 36.44 27.45 38.76 51.51 11.38 
41 27.42 37.32 28.48 40.67 54.41 11.75 
42 28.49 38.24 29.56 42.76 57.60 12.16 
43 29.63 39.22 30.73 45.04 61.10 12.63 
44 30.84 40.24 31.96 47.53 64.96 13.15 
45 32.13 41.88 33.27 ... 69.23 13.74 
46 33.50 42.48 34.67 74.00 14.41 
47 34.97 43.69 36.16 79.37 15.18 
48 36.53 44.99 37.76 85.40 16.05 
49 et) : 39.45 92.32 17.04 
50 § 41.27 190.03 18.13 
55 52.37 Ree 25.10 
60 68.04 er 








Equitable, N. Y., Liberalizes 
Single Premium Rules 


Equitable Society when it introduced, 
its new single premium life and endow- 
ment forms in January liberalized prac- 
tices relating to issuing these and in- 
creased maximum limits. Maximum was 
increased from $50,000 face amount 
within one year to $50,000 of considera- 
tion, and the all-time limit is $100,000 
consideration instead of face amount. 
Now there has been further liberaliza- 
tion, with removal of several under- 
writing restrictions on single premium 
and investment contracts. 

Equitable heretofore 
applications for these 


in considering 
contracts has 


’ 
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A WIDE VARIETY OF CONTRACTS REACHING 
THE LARGEST FIELD OF PROSPECTIVE BUYERS 


LIBERAL AGENCY CONTRACT 








J. C. West 
President 








All forms of Life, Intermediate, Family Group, 
Mortgage Cancellation and Bank Loan Plans 


Write Agency Department 
For Complete Details 


Missour! INSURANCE COMPANY 


“An Old Line Legal Reserve Life Insurance Company With 
$28,000,000 Insurance in Force” 


Home Office 
St. Louis (8), Mo. 





Established 
1907 

















“A service beyond all recom- 
—Corneille. 


pense.” 
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On November 23, 1943, the Bank. 
ers Life Company of Des Moine; 
issued a policy for $5,000 (Life-paid- 
up-at-age-70, Double Indemnity) 
upon the life of a 24-year-old farmer. 
A quarterly premium of $29.55 ac. 
companied the application. 


Twelve days later—on December 5, 
1943—the insured was killed in an 
automobile accident. 


The Bankers Life Company will 
pay the wife of that man (beneficiary 
under the policy) the sum of $54.47 
each month for 240 months; a total 
of $13,072.80. 


The profit upon the investment will 
be 11,503 per cent. 


That application was written by 
Charles S. Broecker, a Bankers Life 
salesman. with eight years experience. 
He never did a better day’s work. 


“Charley Broecker should be the 
proudest man in his part of the coun- 
try”, comments the Manager of the 
Agency with which he is associated. 


“Supposing he had taken the first 
‘No’ for an answer. Supposing he had 
written the app C. O. D. Just think 
of the difference there would be in the 
financial picture facing that widow 
and her two children. 


“Commissions are not the only 
remuneration we receive in this bus- 
ness. The greatest friends this family 
will have will be the Bankers Life 
Company and the agent who sold 
them that insurance.” 


So felt Charley Broecker when he 
completed the arrangements with that 
stricken wife and mother, whose own 
injuries from the accident which 
killed her husband were so serious she 
could not immediately file a death 
claim. 


Every months for 20 years a Bank- 
ers Life check will go out to keep that 
family together and to serve as a It 
minder of the loving care of the hu 
band and father who provided for 
them and of the service which Life 
Insurance is to stricken mankind. 


kkk 


“If a man does not provide for 
his children, if he does not pro- 
vide for all those dependent upon 
him . . . then he has not opened 
his eyes to any adequate concep- 
tion of human life.” 

—Woodrow Wilson. 


kkk 
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counted all of the applicant’s existing 
holdings in any other categories in de- 
termining maximum to issue, but now 
views each category separately. Thus 
an applicant now in a single year may 
secure $50,000 new single premium an- 
nuity and also new single premium life 
purchasable by $50,000 consideration, or 
if he has the $100,000 maximum allow- 
able for all time of single premium an- 
nuity, now may be considered for single 
premium life whereas in the past this 
would be denied him. 

Special limits applicable to short term 
endowments and 10 payment life have 
been discontinued and regular limits 
apply. 


~ FRATERNALS 


W. E. Wall, Ill. Examiner, 
Is Joining Fidelity Life 


W. E. Wall, who has been an exami- 
ner for the Illinois insurance depart- 
ment for the past seven years, is joining 
Fidelity Life of Fulton, Ill, as general 
ofice manager and accountant. He 
takes the place of Lawrence Servies, 
who just recently went into the navy 
as an ensign. Mr. Wall was for 15% 
years before going with the Illinois de- 
partment, assistant secretary of Western 
Catholic Union of Quincy, IIll., so he is 











thoroughly familiar with fraternal so- 


ciety work. 


Ben Hur Life Observes 
Its Golden Anniversary 


The 50th anniversary of the founding 
of Ben Hur Life, Crawfordsville, Ind., 
was celebrated by golden anniversary 
gatherings of hundreds of the society’s 
“courts.” In the home office city the 
celebration was sponsored by Simonides 
court No. 1. The principal addresses 
were made by President William E. 
Rider, who referred to the fact that dur- 
ing the 50 years Ben Hur has: made 
$46,000,000 benefit payments and by 
Secretary P. O. Bowers, who spoke 
particularly of the social features of the 
society. A letter was read from Treas- 
urer Paul Stump, who is recuperating 
from a major operation at Culver hos- 
pital. Sherman E. Grimes, past chief of 
Simonides court, presided. Mayor Cook- 
sey gave the welcoming address. 








Fraternal Week Plans Are 
Now Taking Shape 


Plans for celebration of 1944 Frater- 
nal Week, May 8-13 are in their final 
Stages. Tom Carroll, editor of the 
“Catholic Forester” and member of the 
committee, is drawing up radio scripts 
Suited to release over smaller stations 
and planned so talent and arrangements 
for their broadcast can be readily han- 
dled by member societies of the Na- 
tional Fraternal Congress. These scripts 
will be released shortly. 

M. D. Anderson, deputy grand mas- 
ter of the A.O.U.W. of N. D., has pre- 
pared suggested programs which can be 
carried out by local lodges or branches, 
by joint district meetings and state con- 
gresses, A patriotic theme is stressed. 

Farrar Newberry, president Woodmen 
of the World, Omaha, is preparing a 
special Fraternal Week Address which 
may be used as a guide for speakers. 

Chairman Harold Allen, publicity di- 
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SECURITY - PROTECTION - GOOD FELLOWSHIP 


4 member d the National Fraternal Congress 
309 W. Jackson Blvd., Chicago 


rector of Fidelity Life, Fulton, Ill., an- 
nounced all this material will be made 
available to individual societies of the 
N. F. C. at an early date. 





Utah Congress Gathers 


SALT LAKE CITY—Utah State 
Fraternal Congress met with A. E. Don- 
old, Woodmen of the World, Omaha, 
presiding. The Red Cross drive was dis- 
cussed. N. C. Thompson, past presi- 
dent Maccabees, outlined what the Red 
Cross was doing for men and women in 
service. There were a number of talks 
on current questions. Mrs. Tressia R. 
Whitehead, Maccabees, is  secretary- 
treasurer. 


Order WOW Lease Canceled 


LINCOLN, NEB.—The state su- 
preme court has ordered cancellation of 
the lease of radio station WOW made 
by Woodmen of the World Life, to J. J. 
Gillin, Jr., and others. The transaction 
was challenged by H. O. Johnson, pol- 
icyholder acting for himself and all 
others, on the ground directors were 
without authority to execute such con- 
tract and the lease rental was inade- 
quate. It was found rental would 
average $74,000 a year. The court held 
this was inadequate, as the station in 
1942 earned $287,000 and for the last five 
years the average yearly net was 
$194,000. 

Directors were absolved of fraud. 





In New Home Office Building 


Catholic Family Protective of Mil- 
waukee, now in its 75th year, has occu- 
pied its own home office at 726 North 
Water street in that city. The new 
home office represents an increase in 
work space of more than 100% and was 
necessitated by steady growth. This is 
a completely modern daylight office. 


MANAGERS 


Burnett Tells How 
to Get New Men 


SAN FRANCISCO—It is not a 
problem of selling life insurance today 
but a problem of manpower, H. T. Bur- 
nett, agency vice-president Reliance 
Life, told the San Francisco General 
Agents & Managers Association. 

Before attempting to recruit new men 
the manager must create proper morale 
in his agency by getting rid of all “dead 
timber” and then cooperating to the 
utmost with the agents who are left 
so they are all making a living and 
“standing on their own feet” in the 
matter of production. Then Mr. Burnett 
pointed out, “you are ready to build.” 
He stressed the importance of having 
an “exhibit A” in an agency—an agent 
to whom the manager can point with 
pride as an example to prospective 
agents. 

A never-failing source of new men is 
through agents already in the agency. 
Men should be paid for bringing in new 
agents, Agents should be sold on the 
idea that a larger, successful agency 
will be an advantage to them; that the 
agency head needs their help to do this. 
It is important to remind present agents 
at least every two weeks to bring in 
the names of friends whose positions and 
incomes could be bettered by entering 
the life insurance business. He sug- 
gested a luncheon at least twice a year 
at which new agency material is dis- 
cussed. He says a good approach for 
an agent out looking for new agency 
material is to say to a friend or “pros- 
pect”: “I am getting along so well in 
my work, my'company has asked me to 
get a good man to help me.” Managers 
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can get all the men they want in 1944 
if they can get their agents to make 
this statement often enough, Mr. Bur- 
nett declared. 

It is not possible for managers to sell 
the idea of entering the life insurance 
business to new men unless they can 
offer a definite track for the agent to 
run on. The first step in hiring an 
agent is to convince him that he can 
sell life insurance. Mr. Burnett shows 
prospective agents a chart showing that 
only 20 out of 300 interviewed will make 
a success in life insurance and that there 
are three things they must promise to 
do: Study, permit the agency head to 
cooperate with him, and work. He 
said the agency head must be able to 
answer all the objections which the 
prospect will raise and that these objec- 
tions should be answered fully and com- 
pletely and satisfactorily, never brushed 
aside. 

Managers should figure out how large 
an agency they plan to build and how 
many prospects they will have to “dig 
up” to build that agency. An agency 
force cannot be built over night. It 
must be an everlasting process, must be 
mapped out and followed through. The 
ideal time to build, he said, is when men 
are hard to find and hard to hire, and 
business is easy to get. Therefore, there 
is no time like the present for recruiting, 





Clarke Talks on Taxation 


Federal and state taxation as it affects 
estates and life insurance was discussed 
before the Life Insurance Cashiers As- 
sociation of Milwaukee by C. Keith 
Clarke of Prentice-Hall. 





Kerman Talks to Supervisors 

LOS ANGELES—Urging life insur- 
ance men to take an active part in for- 
mulating future trends of the country, 
F. R. Kerman, vice-president Pacific 
Mutual Life, spoke to the Life Super- 








Make Liberty Last Forever! 
BUY U. S. WAR BONDS 
Make Your Security Complete! 
BUY LIFE INSURANCE 


The two “best buys” on the 
market today are government 
securities to aid the war effort 
and the legal reserve life insur- 
ance of Royal Neighbors of 
America for family protection. 


ROYAL NEIGHBORS 
OF AMERICA 


SUPREME OFFICE, ROCK ISLAND, ILL 
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visors Association’s annual dinner for 
general agents and managers. Retrain- 


ing of salesmen to offset the wartime 
decrease in sales efficiency will be a 
No. 1 item for the future, he said. 


B. T. Terry, Cotembus manager of 
the Retail Credit Company, spoke on 
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“Inspections tied Wartime” before 
the Columbus Life Cashiers Association. 





Mrs. G. A. Ralls, who has been one of 
the leading producers for Minnesota 
Mutual Life in Texas over a period of 
years, has joined the WAC and is sta- 
tioned in California. 
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The building of any organization begins, paradoxically, at the 
top and proceeds downward. This fact may not be ignored nor 
its truth nullified, for it works its effects with serene disregard 
to the theories of those who seek to refute it. 

Good and capable leaders attract to themselves men who 
possess the same attributes, and it is equally a fact that such 
leaders not only reject, but, either wittingly or unwittingly, 
repel followers who are basically bad or incompetent. 

The end result of this law’s operation is that no organiza- 
tion can ever be better than those responsible for its ideals and 
its methods. Every institution is but the reflection of its govern- 
ing personnel—a living proof of the inescapable fidelity of 
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The Early Bird Catches... 
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ACCIDENT 


Greathouse San Francisco 
Managers’ New President 


At its March meeting the Accident & 
Health Insurance Managers Club of 
San Francisco elected these officers: 
President, R. Marvin Greathouse, 
Connecticut General Life; vice-presi- 
dent, Stephen S. Battleson, West Coast 
Life; secretary, Buryl Blevens, Occiden- 
tal Life; directors, Cyrus C. Washburn, 
Preferred Accident, and Robert R. 
Smith, Great Northern Life. The report 
of the nominating committee was pre- 
sented by R. B. Oshier, Federal Life. 

G. V. Chandler, General Accident, 
chairman of the committee meeting 
Association, reported on a conference 
held with the doctors. The committee 
reported the medical association is in 
tull accord with the simplified blank 
proposed at the meeting of the Health 
& Accident Underwriters Conference in 
Chicago. It was pointed out that as a 
result of the three or four meetings be- 
tween representatives of the Managers 
Club and the physicians complete har- 
mony prevails between the two organi- 
zations and each group has a better 
understanding of the problems of the 
other. 

President Greathouse outlined plans 
for the club’s activities the coming year. 
A round-table featuring tried sales plans 
will be on the program for the April 
meeting. 








Cal.-Western States Liberalization 


California - Western States Life has 
liberalized its accident and health poli- 
cies. The waiting period on health in- 
come has been reduced from 15 to three 
days, while the age limit for all bene- 
fits has been reduced to 16. Rates have 
been drastically reduced, in some in- 
stances as much as 33%. There is now 
no reduction or pro-rating of benefits 
should it be found at time of claim 
presentation that the policyowner did 
change to a more hazardous occupation. 
However, the policy contract would be 
adjusted to the current classification for 
the future, 





Arthur Devine, Prudential manager 
in St. Paul, spoke at the March meet- 
ing of the Twin City Accident & 
Health Club. 


IN U. S. WAR SERVICE 


Lt. Comdr. Fred W. Pierce has been 
promoted to commander. Com. Pierce’ is 
a past president of 
the Los Angeles 
C.L.U. and was as- 
sistant manager of 
the Los Angeles of- 
fice of Connecticut 
General Life from 
1936 until he was 
commissioned two 
years ago. He is at 
present second in 
command as execu- 
tive officer of the 
navy pre-flight 
school at St. Mary’s 
College, Cal. He is 
a graduate of An- 
napolis, 1922, and aaa insurance in 
1930 with Pacific Mutual Life. 














W. Pierce 





Raymond Moore, tax expert of the 
agency service department of New York 
Life, has been inducted into the army. 
He is widely known among the field 
force through his assistance to agents 
on life insurance tax matters. 

W. Bruce Olds, manager of the life 
and accident and health department of 
R. B. Jones & Sons, Kansas City, will 
report at Farragut, Ida., for navy duty 
in three weeks. 

Walter S. Letzsch, Chicago manager 


of Kansas City Life, will enter army 
service March 17 at Ft. Sheridan, II], 
Carl Slough, regional supervisor, will be 
in charge of the Chicago office tor dura- 
tion. 


= — 





Bank Recommends Insurance 
to Replace Estate Tax 


The Fifth-Third Union Trust Co. of 
Cincinnati occasionally publishes news- 
paper advertisements calling attention to 
some of the values of lite insurance. 
The most recent shows the large amount 
taken from an estate by taxes and cost 
of settlement and how that amount can 
be replaced by insurance. Although this 
amount is now greater because of in- 
creased taxes and settlement costs the 
family may need even more future in- 
come than was estimated, the adver- 
tisement points out. 

William A. Stark, vice-president and 
trust officer, points out that the bank 
receives many requests for information 
about the effect of taxes on estate 
transfer costs. Such requests, he said, in 
many cases develop into opportunities 
for the bank to cooperate with agents in 
service to policyholders by recommend- 
ing of additional insurance. 
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SALES IDEAS OF THE WEEK 





Unrealized Opportunities 
Stressed in New York 


NEW YORK—The near capacity 
audience attending the annual sales 
congress of the New York City Life 
Underwriters Association came away 
with many practical and useful ideas on 
today’s “unrealized opportunities,” 
theme of the meeting. The meeting 
opened and closed at high levels, be- 
ginning with a inspirational talk by 
Lieut.-Comm. C. J. Zimmerman, general 
agent on leave Connecticut Mutual, 
Chicago, and closing with Irvin Ben- 
diner, New York Life, Philadelphia, 
who exhausted today’s sales opportuni- 
ties from A to Z and fully lived up to 
his “one-man band” introduction by 
Osborne Bethea, general agent Penn 
Mutual, chairman. Two life company 
presidents, J. A McLain, Guardian 
Life, also president of the American 
Life Convention, and L. A. Lincoln, 
Metropolitan, who made a surprise ap- 
pearance, and a number of other life 
insurance leaders, contributed to the 
success of the congress. 


Sells “Stooge, Stooge & Shoemaker” 


The stock retirement presentation of 
W. N. Hiller, Penn Mutual, Chicago, 
assisted by G. P. Shoemaker, general 
agent Provident Mutual, New York, as 
the prospect, amused the audience as 
Mr. Hiller made a convincing sale to 
the president of the “Stooge, Stooge & 
Shoemaker,” whiskey distilling firm. 
Mr. Hiller’s thesis was that there are 
many excellent prospects for the agent 
who spends a portion of his time on 
business insurance. His comments were 
reported last week. 

Sgt. Michael Fedorak of the marines, 
Pittsburgh, described the work of the 
Red Cross in the southern Pacific area, 
where he was wounded. 

Life insurance men should not think 
of the business they sold last year, but 
how much business they should have 
sold if they had been properly organ- 
ized, Mr. Zimmerman declared. Life in- 
surance did not nearly receive its pro- 
portionate share of the excess income 
remaining after taxes and expenses, he 
said. Agents should ask themselves 
whether they are convinced in their own 
mind that their job is important. Point- 
ing out they have an obligation over 
and beyond what they owe to them- 
selves, he said the agent’s job is as im- 
portant to the nation as that of the 
shipyard worker or man engaged in war 
production. 


Serves Individual 


The agent’s job is important because 
he serves the individual, assuring satis- 
faction that he has done whatever it is 
possible for him to do for his family. 


Life insurance properly arranged for his 
dependents assures that they will be 
able to carry on with a minimum of 
financial discomfort. Life insurance 
helps prevent inflation, which cannot be 
stopped alone by government regula- 
tion and legislation. Agents are the 
most potent force fighting inflation in 
the United States, he asserted. Through 
life insurance, individuals may build up 
a reserve cushion which will tide them 
over in the period of economic adjust- 
ment after the war and by this means 
reduce the possibility of post war in- 
flation. 


Held in High Esteem 


Mr. Zimmerman drew _ eloquently 
from his experiences and observations 
in the Pacific battle area, showing the 
important part life insurance has in the 
army and navy programs and the high 
esteem in which it is held by the men 
in the armed forces. For example, a 
battle-scarred ship came into a harbor 
after an engagement with the enemy 
with a number of casualties and one 
death. The dead man had completed 
his application for National Service 
Life Insurance, but it had not been re- 
corded. The first thing the commander 


.thought of when his ship arrived was 


to go ashore and see to it that the pol- 
icy was duly registered. 

During the last days on Corregidor 
and Bataan, valuable radio time was 
taken up obtaining the applications from 
the men there in that fashion. Mr. 
Zimmerman, in ministering to a 
wounded man, reported that his first 
thought was he wished to change his 
beneficiary on his life insurance, not 
knowing that Mr. Zimmerman had been 
in the life insurance business. 

Men in the armed forces are buying 
war bonds and life insurance in yast 
quantities. If they are sound, solvent, 
and independent they will have a finan- 
cial stake in the future of the nation, 
with all of its implications. 


Lincoln Emphasizes Training 


Mr. Lincoln emphasized the impor- 
tance of well-trained fieldmen. More 
and more there is a place for the trained 
field underwriter. The matter of train- 
ing is most essential. Metropolitan and 
other companies wholly subscribe to 
that idea and Metropolitan is and has 
been -deeply interested in the C.L.U. 
movement. It is spending more than 
$1,000,000 a year on field training. 

There will be less and less chance of 
creating estates except through the me- 
dium of life insurance, he said. Mil- 
lions in the armed forces are coming 
back to private life more conscious of 





initial income desired. 





Do you want to be a General Agent? 


If you want to be a General Agent, I think you will find an 
association with me, as a General Agency Executive, one which 
will be likely to offer equal opportunity for income, permanency 
and self-expression. Salary plus overriding on first year and 
renewal business as well as a pension. Please write for an 
appointment and give full details as to age, background and 


Meyer M. Goldstein, C. L. U. 
General Agent 


The Connecticut Mutual Life Insurance Company 
527 Fifth Avenue, New York 17, N. Y. 








the need for life insurance. The re- 
lationship between ordinary and indus- 
trial insurance is constantly becoming 
closer. Policy forms are becoming 
more and more alike, Mr. Lincoln said. 


Heaven for Agents 


Prof. W. B. Bailey, Travelers’ econ- 
omist, asked, “what would an agent’s 
heaven be like?” There would be fewer 
agents. One third of the agents have 
gone. There would be no automobile 
or refrigerator salesmen. Other articles 
would be rationed. The quality of other 
goods would be reduced. There would 
be more free money than ever before. 
He pointed out that the quality of life 
is unchanged and has even been im- 
proved. There is no limit on the 
amount that can be sold. He urged 
agents to take advantage of their oppor- 
tunities. 

H. D. Goldman, Northwestern Mu- 
tual, Richmond, the only producer in 
Virginia who qualified for the Million 
Dollar Round Table last year, talked on 
estate planning. Following Professor 
Bailey on the program, he said it was 
easy to see he was not a fieldman for 
in his underwriters’ heaven he had neg- 
lected to mention the absence of blood 
pressure, albumen and the medical de- 
partment. 

An optimistic view of present and fu- 


ture prospects of life insurance was 
taken by Mr. McLain. Agency prob- 
lems are of primary concern to the 
companies. They are giving them much 
study and thought, he declared. 

Major sources of a continuing high 
level of life insurance sales are new 
buyers with increased incomes, present 
policyowners who have moved into the 
middle income brackets, juvenile insur- 
ance, women, business life insurance, 
and the higher income groups, whom, 
he asserted, had been neglected by 
agents. Persons in the $10,000 income 
brackets have 60% of the savings and 
only 4% of the life insurance savings. 

Life insurance is practically the only 
country-wide industry now having a 
national sales organization intact under 
a full head of steam with a high mo- 
mentum, and a momentum which will 
increase if preparation is made for the 
post-war period. 


Must Streamline Selling 


In planning for the post war period, 
Mr. McLain said it would be necessary 
to speed up preparation with stream- 
lined selling, overhaul selection and 
compensation methods, do research in 
marketing, and offer life insurance in 
forms the, public wants. The business, 
through company supported groups and 
agents’ organizations must provide a 

















BONDS 
$14,662,148.12 in U. S. Gov- 
ernment Bonds; $378,783.85 in 
Canadian Government and Re- 
public of Panama Bonds; $2,- 


a hadieeadebecadaawes $34,520,614.97 


744,798.42 in State, 
Province and Municipal Bonds; 
$10,548,221.65 in Public Util- 
ity and Industrial Bonds; $5,- 
520,199.84 in Railroad Bonds; 
$405,347.00 in Stocks, Interest 
accrued $261,116.09. 


MORTGAGE LOANS 
Including $10,320,749.89 First 
Mortgages on Real Estate and 
$11,467,580.23 F.H.A. Insured 
Mortgages. Interest Due and 
Accrued $83,611.27. 


LOANS on POLICIES....... 
Including Interest Due and Ac- 
crued $33,040.70. 


PROPERTY SOLD UNDER 
LAND CONTRACT 


OTHER REAL ESTATE..... 
Including Home Office Build- 
ing, $627,850.48;- Rents Due 
and Accrued, $11,491.42. 


PREMIUMS—Net 
Deferred and in Course of Col- 
lection. 


CASH 
In Office and on Deposit in 
Banks. 


MISCELLANEOUS 
ASSETS 39,244.49 


Torat ADMITTED ASSETS..... $76,620,970.91 


County, 


21,871,941.39 


6,883,399.73 


2,231,649.86 
7,513,418.01 


1,538,656.95 


2,022,045.51 


DECEMBER 31, 1943 


LIABILITIES 
POLICYOWNERS’ 
a oe decks casciness $62,980,113.00 
Present value of outstanding 
policies and annuity contracts, 
including disability and double 
indemnity benefits. 


POLICYOWNERS’ FUNDS.. 
Present value of proceeds of 
policies, dividends, etc., left on 
deposit with the Company. 


10,353,499.74 


CLAIMS 
Awaiting proof and not yet due. 


270,533.70 


MISCELLANEOUS 

ERAIE ee bc 6dcanasconeus 
Including Taxes, Expenses, In- 
terest and Rents paid in ad- 
vance, etc. 


396,004.86 


DIVIDENDS 
Apportioned for the year 1944, 
deferred dividends payable 
after December 31, 1944 and 
$28,174.32 dividends accrued. 


618,174.32 


SPECIAL RESERVES 
For Real Estate and Mortgage 
Account. 


927,147.41 


UNASSIGNED SURPLUS... 
Totat LIABILITIES AND 
SurpLus Funpbs .........-- $76,620,970.91 


1,075,497.88 


vaikesliixe LIFE INSURANCE COMPANY 


Harrison L. Amber, President 


PITTSFIELD, MASS. 


INCORPOPATED 1851 
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CALIFORNIA b 
Barrett N. Coates Cari E. Herfurth | 


COATES & HERFURTH 
CONSULTING ACTUARIES 


582 Market Street 437 S. Hill Street 
SAN FRANCISCO LOS ANGELES 


























ILLINOIS 
DONALD F. CAMPBELL 
and 


DONALD F. CAMPBELL, JR. 


Consulting Actuaries and Public Accountants 
35 Years of Service 

1¢@ North La Salle Street, Chicage, Illinois 
Tel. State 1336 























WALTER C. GREEN 
Consulting Actuary 
211 W. Wacker Drive 


Chicago 
Franklin 2633 




















HARRY S. TRESSEL 
Certified Public Accountant and 


ctuary 
10 S. La Salle St., Chicago 
Associates 
. VALA 








M. Wolfman. ° Franklin 4020 
N. A. ae 4. 0. A. 
y. illette, ©. P. A. 











INDIANA 
Haight, Davis & Haight, Inc. 


Consulting Actuaries 
FRANK J. HAIGHT, President 
Indianapolis—O maha 





























HARRY C. MARVIN 
Consulting Actuary 
221 E. Ohio Street 
INDIANAPOLIS, INDIANA 

















NEW YORK 


Established im 1865 by David Parke Fackler 


FACKLER & COMPANY 


Consulting Actuaries 
8 West 48th Street 








New York 




















Consulting Actuaries 
Auditors and Accountants 


Wolfe, Corcoran and Linder 
116 John Street, New York, N. Y. 




















PENNSYLVANIA 








FRANK M. SPEAKMAN 
CONSULTING ACTUARY 
Associate 
E. P. Higgins 
THE BOURSE PHILADELPHIA 














leadership that really leads and is bold 
and courageous in its outlook, “dy- 
namic, not static; imaginative, not hide- 
bound; alert, not stagnant; creative, not 
defensive.” 

Mr. Bendiner gave his famous talk on 
prospecting in which he literally went 
through the alphabet and pointed out 
the many situations where calls for life 
insurance service are indicated. Servic- 
ing, he said, is prospecting. Just by 
reading his daily newspaper, the agent 
should receive many helpful ideas. 

The fate of the nation is the result of 
individual performance. It is the mass 
performance of the individual that 
makes up the group and life insurance 
in the future will be dependent on the 
mass result of individual performance. 
He urged agents to be alert and re- 
sourceful, to keep up with the changes 
which constantly occur and keep the es- 
tate planning of their clients up-to-date. 

When the beneficiary has the right to 
withdraw the principal, and the bene- 
ficiary dies, are the proceeds taxable at 
the death of the same? There may be 
a tax situation, he said. 

Agents have been accustomed to pre- 
pare powers of attorney for men in the 
armed forces. A_ similar service is 
needed for assured who frequently 
travel around the country and are con- 
stantly subject to the hazards of total 
disability and death. 

Administrative costs have gone up 
tremendously. Under the new tax bill, 
the credit for dependents and earned in- 
come credit have been lost. Excise, 
estate, and gift taxes are up. Program- 
ming must be done over on every es- 
tate since its passage. 

The cost of living has risen from 20% 
to 24% since the outbreak of the war. 
To keep his program up to date, the 
family of an assured that would receive 
$100 a month must have $121 now. 


Need for Annuities 


There is a genuine need for annuities 
outside of pension trusts. Many com- 
panies sell annuities individually and by 


doing this an agent can obtain enough 
individual cases to make a _ pension 
trust, if he cannot do it as a group. 


Under T.D. 5032 if there is an assign- 
ment, and if it is for value, there is an 
income tax problem. If the assignment 
is “for love and affection,” see that the 
assignment says so. The forms home 
offices furnish say “for value received,” 
because they don’t know anything about 
“love and affection,’ Mr. Bendiner 
smilingly declared. 

Opportunities in business insurance 
are tremendous. If the prospect is 
valuable to the business, the firm should 
buy key man insurance. If the busi- 
ness is valuable to the prospect, he 
should have business insurance. 


Will Not Go Too Far 


Don’t hush-hush the Beveridge plan 
the Wagner-Dingell bill, he advised. If 
social security is provided on a rock- 
bottom basis, there is no objection. So- 
cial insurance will not go too far be- 
cause it is intimately related to the pay- 
roll structure. The people who are not 
now covered under social security are 
likely to be included and the retirement 
age for women will probably be reduced 
from 65 to 60, he indicated. 

The agent must give attention to 
more than the present policy he is sell- 
ing and consider the prospect’s prob- 
lems in relation to his entire estate. 

After the war, many firms will prob- 
ably go into bankruptcy. Now, every- 
one has money. What other means of 
building credit free reserves is there be- 
sides life insurance? Life insurance 
payable to wife and children is free from 
creditors’ claims. 

Bonus trusts under 165A of the in- 
ternal revenue code may or may not be 
legislated out of existence. Agents 
should not go in for them unless they 
are prepared to give their clients a high 
type of intelligent service. The com- 


missioner is reported to be dissatisfied 
with the way trusts are coming to 
Washington. 

Some agents have done “too good” 


a job for contingent beneficiaries and 
the insurance funds are locked up. The 
agent must look at the general estate 
and it may be better to let the proceeds 
go back into the estate if there is a non- 
liquid condition. 

In using the common disaster clause, 
agents are able to convince the prospect 
that both he and his wife will die to- 
gether but may not be able to convince 
him they will die individually. The pro- 
ceeds should not be given to minor 
children so that they are frozen in the 
estates. 

Under the new tax bill, charity takes 
on a new meaning, since up to 15% is 
still deductible from income tax. “Why 
not ask the prospect if instead of giving 
$100 a year to his favorite charity, he 
might not prefer (and the charity also) 
to reduce the contribution to $70 and 
pay the premium on a $1,000 life insur- 
ance policy with the charity named ir- 
revocable beneficiary?” Mr. Bendiner 
queried. 

Daughters are a neglected group of 
prospects. The father will buy life in- 
surance to accumulate money for her 
while she is alive. 


Sell Rate Changes 


Not more than six months to a year 
from now all conservative companies 
will be on a 2% to 234% reserve ba- 
sis, Mr. Bendiner predicted. “This 
must be in view of the fact 46% of 
company assets are in government 
bonds yielding less than 2% interest. 
Why not sell ahead of the rate 
changes?” 

Clay Hamlin, Buffalo general agent 
Mutual Benefit, was chairman of a 
helpful panel, “The beginning of defi- 
niteness is the end of confusion,” as- 
sisted by R. C. Holland, New York 
Life; W. S. Carpenter, Metropolitan, 
and H. E. Davis, production manager 
C. B. Knight agency Union Central. 


Averages 85 a Year 


Mr. Holland has averaged 85 lives a 
year for the past five years. He set 
out to find 500 young college men who 
would buy $5,000 from him over a five- 
year period. This plan has worked 
very successfully. He devised a list of 
20 questions to ask on the approach. 
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He uses graphs extensively and pre. 
pares an analysis of the prospect’s in. 
surance which is most helpful in aiding 
him to visualize his situation. His suc. 
cess, he believes, is due to the service 
he renders on a professional basis, his 
method of approach and presentation, 
which leads to low pressure selling, and 
the planning results in a larger sale. In 
1943 he wrote 80 cases for $400,000. 

The day of hit or miss prospecting is 
gone, Mr. Carpenter asserted. He has 
produced $600,000 ordinary in force the 
past three years in addition to servic. 
ing his debit and industrial insurance 
sales. Each week he spends 12 to 13 
hours planning his work. He spends 
Friday in the office for this purpose and 
it may last over into Saturday and Sun. 
day. Every hour of every day is ac- 
counted for and he knows exactly 
where to go. 


Old Timers Get Results 


Mr. Davis told how successfully the 
“old timers” he was acquainted with 
did their work. This was corroborated 
by Mr. Hamlin. In general, they are 
more enthusiastic than ever before 
about the prospects for business and are 
obtaining amazing results. A man, 68, 
in the business 20 years despite three 
months off last year because of illness, 
wrote $500,000. Another, 64, has writ- 
ten eight cases for $100,000 so far ' this 
year. Still another, 75, has written 
eight cases for $82,000 in two months, 
A woman with 20 years experience 
wrote 102 lives for $340,000 in 1943; so 
far this year she has written 22 cases 
for $105,000. D. H. Ward, president of 
the association, who is in Mr. Davis’ 
agency and has been in the business 35 
years, qualified for his company’s $500,- 
000 club every year with one exception. 

Mr. Ward, in extending greetings at 
the opening of the sales congress, paid 
tribute to the work of Mr. Bethea and 
his associates and R. F. Burns, execu- 
tive manager, in making it a success. 





A joint meeting of the New York City 
League of Life Insurance Women and 
and the Women’s Bar Association will 
be held at 8:15 p. m. March 22 at the 
Bar Association’s building, 42 West 44th 
street, 


All interested are invited. 
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Announcing: 


CLOSE CORPORATIONS 
AND LIFE INSURANCE 


In Up-To-Date Dehydrated Form 
With Activating Pictorial Summary 


THE FOURTH AND FINAL BOOK 
in the 
POPULAR D.1L.B. BUSINESS INSURANCE SERIES 
by 
H. P. GRAVENGAARD 


Associate Editor of The Diamond Life Bulletins 


A prominent C. L. U. said: “I never dreamed the subject 
was so simple! It’s just what I’ve needed. It’s going to 
mean business to me!” 


JUST OFF THE PRESS AND ALREADY WINNING FRIENDS AND INFLUENCING PROSPECTS! 


It’s Concise! You Won't Have To Read End- 
lessly To Get The Point! 

It’s Complete! Everything You Need To Know 
Is Included! 

It’s Practical! It Gets Business! 


Contents: —Important Facts about Corporations; The Effects 
of the Death of a Stockholder in a Close Corporation; The 
Solution to the Problems of Close Corporation Stockholders; 
The Essentials of a Good Stock-Purchase Agreement; How 
Life Insurance Solves the Problem; A Sample Form of Stock- 
Sale-and-Purchase Agreement; How to- Sell Stock-Purchase 
Insurance; Illustrations; Meeting Objections; and Answers to 
a Few of the Important Tax Questions. 


IT’S A WORTHY COMPANION TO ITS PREDECESSORS—BEST SELLERS ALL! 


MANY COMPANIES AND AGENCIES, FROM THE BIGGEST ON DOWN, HAVE ADOPTED THE D.L.B. BUSINESS 
INSURANCE SERIES AS A PRACTICAL COURSE IN BUSINESS INSURANCE. 


ITS MULTIPLE USES!—Agency Meetings! Clinics! Company Course! 
Individual Study! Handy Reference! Sales Aid! 


This Is The Day For Business Insurance! 
YOU OWE IT TO YOURSELF TO HAVE THIS BOOK ON HAND FOR INSTANT USE! 


COMBINATION STUDY GUIDE AND QUIZ SHEET will be furnished 
free with each copy of the book. 


And a Folder containing the “Answers” to all questions will be 
provided gratis to all Managers and Clinic Leaders. 


PRICES 
(Each) (Each) 
1 single copy..... $1.00 100 copies... 50.00 .50 
2 copies... $ 1.50 Py 200 copies... 94.00 .47 
5 copies... 3.50 .70 300 copies... 135.00 .45 
10 copies... 6.00 .60 500 copies... 210.00 .42 
25 copies... 13.75 .55 1000 copies... 400.00 .40 


50 copies... 26.00 .52 
Special Combination Offer— One of each of the 
four books of this new series—‘'Partnerships’, “Key 
Men", “Sole Proprietorships" and ‘'Close Corporations”, 
only $3.00. 


THE DIAMOND LIFE BULLETINS 
420 East Fourth Street Cincinnati, Ohio 
Please send me 























copies of ‘‘Close Corporations’’............. @ each 
copies of ‘*Sole Proprietorships’’............. @ each 
copies of ‘Key Men"’............60.eeeeeee @ each 
copies of ‘‘Partnerships’’............--+00+> @ each 





Sets—(One of Each)—Special Combination Offer—$3.00 
NAME TITLE 
COMPANY. 
STREET ADDRESS 
CITY AND STATE 
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* JEFFERSON STANDARD 


_ 


FINANCIAL STATEMENT * 








ASSETS 


Cash _ 
United States boneuenet eunhe.. 
State, County and Municipal Bonds 
All Other Bonds . 
Stocks 
Listed securities carried ot market, ‘oon or “call 
value, whichever is lower. 
First Mortgage Loans ._. 
On farm property $6,749, 875. 
On city property $50,593,035. 
Real Estate 
This includes our “seventeen story Home Office 
Building. 
Loans to Our Policyholders.. 

Secured by the cash values of ‘policies. 
Premium Loans and Liens... 

Secured by the cash values of policies. 
Investment Income in Course of Collection 
Premiums in Course of Collection 
All Other Assets 


Total Admitted Assets _____.......-.....-.--...- 





$ 7,953,056 


37TH ANNUAL REPORT 


FINANCIAL STATEMENT, DECEMBER 31, 


15,596,911 
4,292,145 
10,555,473 
7,255,908 


Reserve 


not 
Reserve 


57,342,910 


6,251,889 Reserve 


Liabilities 
Contingency Reserve 
A fund for contingencies, depreciation on real 
estate and investment fluctuations. 


11,957,245 


2,816,123 
Capital 
999,902 Surplus 


3,034,321 


a 
a 
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JEFFERSON STANDARD The Jefferson Standard presents to policyholders and friends 


1943 PERFORMANCE 


achievement along all lines. President Julian Price, in his annual message to those insured in the Com- 
pany, points out several important facts relating to its service, growth and strong financial position. 
Facts in brief are given here. The detailed annual report booklet is available upon request. 


INTEREST EARNING MAINTAINED 


The gross rate of interest earned on invested assets 
for 1943 was 5.23%. 
its national leadership in this field. 


Jefferson Standard maintains 


INTEREST PAYMENT MAINTAINED 


In 1943, as in every year since organization, 5% 
interest was paid on funds held in trust for policy- 
holders and beneficiaries. 


ASSETS SHOW INCREASE 


Assets $128,246,325 — an 
$13,230,309. For each $100 of liabilities there are 


$110.32 of assets indicating an unusually strong finan- 


now total increase of 


cial position. 


A POLICYHOLDER’S COMPANY 


The reputation of being “A Policyholder’s 
Company” is based upon 36 years of effort 
directed toward providing maximum bene- 
fits to meet the life insurance needs of pol- 
icyholders and beneficiaries. 

The record of interest earned has estab- 
lished the Jefferson Standard as the nation- 


LIFE 


its annual report, 


AJEFFERSON STANDARD POLICY 
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BENEFITS PAID 


The Company paid policy- 


holders 
$6,305,910 


in 


during 1943. Total benefits paid 


since 1907 — $137,771,775. 


al leader in this field. Continuous payment 
»% interest on funds payable under pol- 
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INSURANCE COMPANY 


ae Face FRESIDENT * GREENSBORO, NORTH CAROLINA 


Policy Reserves ___. 
This reserve is required by low to. assure poyment 
of policy obligations. 


Claims in course of settlement on which f proofs have 
Premiums and Interest Paid in ame, 


Policy Proceeds Left with Company......_....___.. 
Dividends for Policyholders 


Total Surplus Funds for Additional 
Protection of Policyholders . . 


and beneficiaries 
policy benefits 


iat 


policy dollars ARE larger.” 


1943 


LIABILITIES 
$102,568,427 


for Policy Claims... 605,495 


been received. 
for Taxes 672,119 
1,104,637 
9,126,364 
1,172,251 


for All Other Liabilities 


: .-.$116,246,325 
.. $2,000,000 


Unassigned 


.. $128,246,325 


ee 








which reflects outstandingly successful 


SURPLUS FUNDS INCREASED 


Surplus, capital and contingency reserves total 
$12,000,000. This is $23.88 surplus for each $1000 
insurance in force —an exceedingly high surplus ratio. 


SPLENDID INVESTMENT RECORD 


Less than $25,000 interest is past due on Mortgage 
Loan investments of $57,342,910. Only one-half 
million dollars is owned in foreclosed real estate. 


INSURANCE IN FORCE 


Jefferson Standard’s 200,000 policyholders now own 

$502,533,041 life insurance. The Company has very 
proudly announced having over a half-billion dollars 
life insurance in force. This was a gain of $32,202,404 
for the year. 


tions has been maintained 
n in 1907. Thus, policy- 
ficiaries, who are receiving 
% interest payments, often 
‘Jefferson Standard 
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